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Bank Loan Policy vs. the Recession 


Getting more distance from your checks 


THEY SAY newclubs can add “extra yards” 
to a man’s drive. The check that pays for 
them can get your bank “extra yards” in 
public relations when that check is printed 
on Hammermill Safety. Here’s why. 


When your checks are on Hammermill 
Safety, the best-known name in paper is 
there to follow-through and remind your 
customers that even this detail of banking 
service gets your thoughtful attention. 
In addition to helping maintain prestige, 
Hammermill Safety protects your funds. 
Its specially sensitized surface reveals the 
slightest attempt at alteration. 


And Hammermill Safety now contains 
Neutracel® pulp—from the new and ex- 
clusive Hammermill process that unlocks 
the special fiber qualities nature grows in 
northern hardwoods. Blended with other 
quality pulps, Neutracel gives Hammermill 
Safety a smoother, more uniform writing 
and printing surface. Today’s Hammermill 
Safety is stronger, too—withstands repeated 
handling. 

Have your next checks printed on 
Hammermill Safety. Ask your bank 
stationer or check printer to show you 
samples. It costs no more than other 
safety papers. 


The exclusive Hammermill Chainline design, illustrated, comes in 7 colors— amber, green, 
buff, blue, pink, gold, gray. Straightline and Crossline designs are also available. 
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The Three-way Benefits of 


Good Telephone Earnings 





They benefit the telephone customer by 
providing the means to expand and improve 
the service and do it economically. 


They benefit employees because they help 


to provide good jobs. 


They benefit the investor by protecting 
his savings and insuring a good and secure 
return on his investment. 





There is, indeed, no basis for the belief 


wenn dda bein nevenvens that keeping telephone carnings low is a sure 
: road to keeping rates low. 


Such a philosophy, by limiting progress 
and long-pull economies, will lead almost 
always to the opposite result . . . poorer serv- 
ice at a higher price than the customer would 
otherwise have to pay. 


In all lines of business, it’s the companies 
whose earnings are good that are able to 
make the best products, provide the best 
service, and give the best values. 
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From Where We Sit... . 


S WE contemplate the welter of opinion regarding 
the merits of the many recession cures that are 
being proposed, we are reminded of an editorial 

entitled ‘‘Who’s Right?’”’ which appeared in our issue 

of August, 1955. 


Among the quotations used to set up the general 
theme of the editorial was the following from the 
Monthly Letter of the Royal Bank of Canada for 
September, 1951: ‘To think straight, a person’s ob- 
servation must include the unwelcome as well as the 
welcome facts; he must be able to separate the im- 
portant from the unimportant; he must take note of 
uninteresting facts that have a bearing on the question, 
and not only the facts which have intrinsic interest 
orem. 


“The campaign issues of 1956,”’ we said, ‘‘are beginning 
to take form, and advocates of both sides of the many 
questions confronting the nation are equally adamant 
in their adherence to the positions they have taken. 
That, of course, is to be expected. ‘Nobody ever wins 
an argument,’ but it is the business of the effective 
advocate of any cause to be doggedly insistent upon 
the correctness of his views.” 


We then proceeded to point out some of the situations 
in which people were likely to be influenced by a pre- 
disposition to accept as correct those views which most 
favored their own respective interests. 


Recent developments in Washington.also remind us of 
a few observations we made in January of 1956: 


‘‘We shall manage to keep only those attributes of 
democracy which we are able to handle with some 
degree of intelligence and integrity, and we shall remain 
free only if we are able to demonstrate sufficient ca- 
pacity for handling the freedom that we possess. So 
it would appear to be the height of wisdom to bring to 
bear upon the problems of government every resource 
at our disposal. But do we? 


“The answer very plainly is that we do not. Measured 
by any of the standards employed in gauging the quality 
of management in the business world, we’re doing a very 
poor job in the field of government. It is too largely 
the case that we’re less interested in achieving good 
government than we are in using poor government for 
our own ends. So the struggle for good government 
remains an uphill battle that will be won only if we, the 
people, can be made to realize that victary or defeat 
will ultimately spell the difference between freedom and 
across-the-board regimentation. . 


“The New Year will hold hope for a better future if 
all of us will resolve to rule out as hostile to the cause 
of freedom the promises of demagogues, and hew to 
the line in choosing for public office men and women 
who may be relied upon to uphold the principles upon 
which our democracy rests.” 


The few remaining stalwarts who continue to cham- 
pion the cause of fiscal integrity and a stable currency 
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Speaking of Pump Priming 







are fighting a losing battle in their endeavors to protect 
the interests of those who have sought to provide for 
their own security by doing a prudent job of handling 
their money. It has been truly said that ‘there is no 
such thing as a free lunch,” and it is the country’s 
savers who are being handed the bill for our most 
recent economic binge. 


For the trend toward a badly unbalanced budget 
seems inexorable, and there can be no doubt that every 
dollar of budgetary deficit thus created will be reflected 
in the future as it has in the past in a correspondingly 
cheapened dollar. Far from being the storehouse of 
measured value that they should be as a matter of 
simple fairness, the dollars accumulated by the more 
prudent among us, whatever their form, are threatened 
with continued erosion by an avalanche of purportedly 
anti-recession legislation. 


Assuming that some degree of prosperity can be 
bought with inflation, the record is absolutely clear that 
that price is much too high. And it is by no means 
established that the prosperity thus purchased is in any 
wise genuine. 

Budgetary deficits and dollar devaluation did little 
or nothing toward relieving the depression of the thirties, 
but they added tremendously to the inflationary pres- 
sures of the fifties; and we see no reason at all for 
feeling that there will be any departure from that 
pattern in the present instance. History, to the best 
of our knowledge, affords not a single proof of the 
proposition that deficit-financed tax reduction and ex- 
penditures on public works can do anything about giv- 
ing rise to recession-curing consumer purchases. One 
doesn’t prime a pump by scattering water to the four 
winds. 

Our system of free enterprise is the pump by which 
our collective national endeavors and resources are 
made to yield the goods and services that go to make up 
our standard of living. It is still in pretty good working 
order notwithstanding some leakage which can best be 
overcome by the kind of a return to fiscal sanity and tax 
reduction that will stimulate job-producing investment 
in new plant and equipment. 

The recession is performing its appointed task of bring- 
ing our economy back into a condition of equilibrium. 
With a banking and credit structure that is sound and 
solid, and with such liquidation as may be necessary 
proceeding on an orderly basis, the one best means of 


speeding the process of adjustment is to keep out of its 
way. 


Editor 
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than ever... 


WELLS FARGO BANK 


MARKET AT MONTGOMERY + SAN FRANCISCO 270. CALIFORNIA 
Established 1852 


December 9, 1957 


Mr. W. M. Morrow 
Dow-Jones & Company, Inc. 
1540 Market Street 

San Francisco 3, Calif. 


Dear Mr. Morrow: 


In answer to your inquiry, we have 
always looked upon the Dow-Jones news ticker 
as the first means of getting spot news 
immediately. 


Many of our customers have enjoyed 
the facility which has been located in our 
Investment Department since 1928, which makes 
Wells Fargo the first bank in the West to : 
install the service, and one of the first 
subscribers in the City. 


Today, more than ever, it is a 
necessity in learning of up-to-the-minute 
changes in business and industry. 


Sincerely, 


President 


In today’s highly competitive atmosphere, the 

bank serves itself and its customers best by 

being fully informed and first informed. Dow- Dow-Jones News Service 
Jones News Service minimizes uncertainties for is fast—delivered in your 
you by delivering the essential business and offices by high speed ticker, 
financial news almost as it happens. Informed one type of which is 

by Dow-Jones you can seize every profit oppor- shown above. 

tunity . . . take full advantage of every protec- 

tion opportunity. Check into Dow-Jones News 

Service and its surprisingly low cost today. 


News to profit by... 
DOW-JONES NEWS SERVICE 


44 Broad St. 1540 Market St. 808 Young St. 711 W. Monroe St. 
New York 4 San Francisco 19 Dallas 2 Chicago 6 
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RESOURCES 


Cash on Hand and in Banks $ 
U. S. Government Obligations 
State, County and 
Municipal Bonds 
Other Bonds and Securities 
Stock in Federal Reserve Bank 
Loans and Discounts 
Bank Premises and Equipment 
Other Real Estate 
Customers’ Liability 
under Acceptances 
Accrued Interest Receivable 
and Other Assets 


Total Resources 


FRAZER A. BAILEY 
San Francisco 
WAKEFIELD BAKER 
President, Baker & Hamilton 
KENNETH K. BECHTEL 
Chairman of the Board 
Industrial Indemnity Company 
COLBERT COLDWELL 
Coldwell, Banker & Company 
PETER COOK, JR. 
Rio Vista 
RANSOM M. COOK 
Senior Vice President 
PAUL L. DAVIES 
Chairman of the Board, Food 
Machinery and Chemical Corporation 
CHARLES ELSEY 
San Francisco 
B. R. FUNSTEN 
President, B. R. Funsten & Co. 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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$1,673,352,137.59 


United States Government and other securities carried at $240,216,846 


BANKING OFFICES 


San Francisco 


AMERICAN TRUST COMPANY 


Statement of Condition, March 31, 1958 


LIABILITIES 


275,593,300.37 
431,999,280.05 


Deposits 


82,097,425.63 
46,215,732.17 
2,400,000.00 
803,551,230.91 
17,031,318.06 
1.00 


Other Liabilities 
Capital Funds: 


Capital Stock 
($10.00 par value) 
1,083,205.28 Surplus 


13,380,644.12 


DIRECTORS 


HENRY Q. HAWES 
Senior Vice President 
McCann Erickson, Inc. 
WILLIAM L. KEADY 
President, Fibreboard Paper 
Products Corporation 
HARRIS C. KIRK 
President 
J. KR. KNOWLAND 
Publisher, Oakland Tribune 
DANIEL E. KOSHLAND 
Chairman of the Executive Committee 
Levi Strauss & Company 
ROGER D. LAPHAM 
San Francisco 
JAMES K. LOCHEAD 
Piedmont 
DONALD MACLEAN 
President, California and Hawaiian 
Sugar Refining Corporation 


AMERICAN 
SB. cele es 
COMPANY 


BANKING 
See UeL: 


Acceptances Outstanding 
Reserve for Unearned Discount 


Reserve for Interest, Taxes, etc. 


Total Liabilities 


21 are pledged to secure U. S 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


MEMBER FEDERAL RESERVE 


$1,526,788,597.69 
1,166,405.40 
14,247,223.59 
16,572,922.76 
2,732,146.61 


$27,812,500.00 
52,187,500.00 
Undivided Profits 31,844,841.54 


111,844,841.54 


$1,673,352,137.59 


Government 


J. W. MAILLIARD, III 
Vice President 
Mailliard & Schmiedell 
DONALD H. McLAUGHLIN 
President, Homestake Mining 
Company 
ROBERT W. MILLER 
Chairman of the Board 
Pacific Lighting Corporation 
GEORGE G. MONTGOMERY 
President, Kern County 
Land Company 
HERMAN PHLEGER 
Brobeck, Phleger & Harrison, 
Attorneys 
ALLAN SPROUL 
Kentfield 
MARK R. SULLIVAN 
President, The Pacific Telephone 
and Telegraph Company 
BEN F. WOOLNER 
Attorney 


SERVING NORTHERN CALIFORNIA 


SYSTEM 





THE TOP OF THE FINANCIAL NEWS 


ORGANIZATIONS 


Bankers’ Banker 
(See Cover) 


George Champion, president of The 
Chase Manhattan Bank, has been 
elected president of the Association 
of Reserve City Bankers, which has 
400 members from 178 banks in 48 
cities and works behind the scenes 
on some of banking’s touchiest prob- 
lems. As head of this powerful but 
unpublicized organization of bankers’ 
bankers, Mr. Champion succeeds 
_Henry T. Bodman, president of Na- 
tional Bank of Detroit (see page 8). 

Elected vice president of ARCB 
at its annual meeting in Bal Har- 
bour, Fla., last month was Lloyd L. 
Austin, president of Security-First 


National Bank, Los Angeles, who ~ 
succeeds Gordon Murray, president * 


of First National Bank of Minne- 
apolis. Gaylord A. Freeman, Jr., 
vice president of The First National 
Bank of Chicago, was named treasurer 
to succeed Richard A. Aishton, senior 
vice president of Continental Illinois 
National Bank & Trust Co. of 
Chicago;. and Joseph J. Schroeder 
was reappointed secretary. 

Newly elected to ARCB’s 13-man 
board of directors were S. Clark 
Beise, president of Bank of America; 
Mr. Freeman; William D. Ireland, 
president of Second Bank-State Street 


LLOYD L. AUSTIN 
ARCB vice president 
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THE INEVITABLE 


Late one afternoon last month, 
Guaranty Trust Co. of New York 
slashed its prime rate from 4 per 
cent to 3% per cent. Most other 
leading banks immediately fol- 
lowed suit. With the demand for 
commercial and industrial loans 
still declining and with the Fed 
exerting heavy pressure on short- 
term money rates, the action had 
been inevitable. 

This was the second successive 
reduction in the prime rate. The 
preceding cut, initiated by The 
Chase Manhattan Bank in Janu- 
ary, was from 42 per cent to 4 
per cent. 

The table below traces the rise 
and fall of the prime rate—and 
the closely related Federal Re- 
serve (New York) discount rate— 
since early 1955. 


Rate in 
Effect 


Prime 
Rate 


3% 


Discount 
Rate 


1 Yr % 
1% 


Jan. 
Apr. 


1, 1955 
15, 1955 
Aug. 3, 1955 
Aug. 5,1955 2 
Sep. 9,1955 2% 
Oct. 14, 1955 
Nov. 18, 1955 


3% 


3’ 
2 


Apr. 
Aug. 
Aug. 


13,1956 2% 3% 
22, 1956 4 
24, 1956 


Aug. 6, 1957 
Aug. 23, 1957 
Nov. 15, 1957 


Jan. 22, 1958 
Jan. 24, 1958 
Mar. 7, 1958 
Apr. 18, 1958 


Apr. 22, 1958 3% 


Trust Co., Boston; James M. Kemper, 
Jr., president of Commerce Trust Co., 
Kansas City, Mo.; and Mr. Bodman 
(ex officio). 


Chase’s Champion. George 
Champion, now 54, launched his fi- 
nancial career in 1926 with the Na- 
tional Bank of Commerce, New York, 
was appointed an assistant secretary 
of the Equitable Trust Co. just be- 


fore the latter merged into Chase 
National. After a two-year interval 
with Canal Bank & Trust Co., New 
Orleans, Mr. Champion returned to 
Chase as a second vice president in 
the Southeastern district of the bank’s 
national territorial organization. Ris- 
ing steadily, he became a vice presi- 
dent in 1939, a senior vice president 
in 1949. 


In 1953 he was named head of the 
bank’s United States department, 
which handles the accounts of out-of- 
town banks and corporations and 
special industries (petroleum, public 
utilities, aviation). When Chase Na- 
tional and Bank of the Manhattan 
Co. merged in 1955 Mr. Champion 
was appointed an executive vice presi- 
dent, and on January 1, 1957, he as- 
sumed his present post. 


ARCB’s new president also is a 
member of the Advisory Committee 
on Special Activities of the American 
Bankers Association and a former 
member of ABA’s Executive Council 
and Administrative Committee. He 
is a director of American Smelting 
& Refining Co., Discount Corp. of 
New York and the Travelers Insur- 
ance Companies. 


Brokers’ Broker 


Edward C. Werle, 53, a partner in 
the firm of Johnson & Wood, became 
the first man to serve as chairman 


EDWARD C. WERLE 
NYSE chairman 


, 








of both the New York and American 
Stock Exchanges. Mr. Werle was 
chairman of the latter exchange from 
1947 to 1950. This month he was 
elected chairman of the Big Board. 


Newly elected to three-year terms 
as governors of NYSE were John A. 
Coleman, a former chairman of the 
exchange and a partner in the 
specialist firm of Adler, Coleman & 
Co.; Richard W. Simmons, partner 
in Blunt Ellis & Simmons, Chicago; 
J. Truman Bidwell; James F. Burns, 
Jr., of Harris, Upham & Co., New 
York; H. H. Dewar of Dewar, Robert- 
son & Pancoast, San Antonio; James 
Parker Nolan of Folger, Nolan, 
Fleming-W. B. Hibbs & Co. Inc., 
Washington, D. C.; and Henry M. 
Watts, Jr., of Mitchell, Schreiber, 
Watts & Co., New York. 


Mr. Werle has been a member of 
NYSE since 1950, a governor since 
19538, vice chairman since 1956. A 
onetime page boy on the floor of the 
exchange, he joined Johnson & Wood 
in 1924 and 16 years later became a 
partner. 


Campaign Report 


The unopposed candidacy of John 
W. Remington, president of Lincoln 
Rochester Trust Co., for the vice 
presidency of the American Bankers 
Association this fall smoothly prog- 
resses toward almost certain victory. 
Last month Mr. Remington was 
notified that he had received the 
support of the Massachusetts, Iowa 
and Puerto Rico Bankers Associa- 
tions. Earlier this year he was en- 
dorsed by New York and New 
Jersey. Election to the vice presi- 
dency of ABA in 1958 would auto- 
matically lead to the presidency in 
1959. 


CORPORATE FINANCING 
The Outlook Now 


The drop in corporate financing re- 
quirements this year will be “substan- 
tial,’’ according to a report on the in- 
vestment outlook released last month 
by Bankers Trust Co. This conclusion 
is based on the expectation of big cut- 
backs in inventories and in spending 
for plant and equipment (see table). 
In the latter connection, Bankers 
Trust finds “general agreement that 
plant and equipment outlays are on 
a broad and sustained downtrend.”’ 


Corporate funds generated internal- 


ly are expected to decrease only 
moderately in 1958, but the bank 
looks for a sharp drop in ezternal 
financing. Net requirements for funds 
from external sources are put at about 
$6! billion, down from about $12!4 
billion in 1956 and 1957. 


The most pronounced cut is seen 
as occurring in funds raised through 
bank loans: Corporations are ex- 
pected to pare down outstanding bank 
loans by nearly $2 billion, compared 
with a small increase in 1957 and a 
big increase in 1956. New capital 
issues, although expected to be con- 
siderably smaller than last year, are 
nevertheless likely to remain sub- 
stantial. Says Bankers Trust: ‘‘While 
plant and equipment outlays are 
scheduled to decline in 1958, the 
portion not covered by internally 
generated funds will still be large. 
Moreover, in view of the reduced cost 
of long-term borrowing, many com- 








Sources of funds 





Retained profits 
Depreciation allowances 





Total internal sources 


Net new issues 
Mortgages 
Term bank loans 





Total long-term funds 





Short-term bank loans 
Other liabilities 


Total short-term funds 


Total sources 












Uses of funds 


Plant and equipment 


Inventories, receivables 
Liquid assets 


Total working capital 


Total uses 


Discrepancy 


TREND OF CORPORATE FINANCING* 


—As Seen by Bankers Trust Co. 
(In billions of dollars) 


*Excludes banks, insurance companies and investment companies. 


panies will be induced to refund bank 
loans in the security markets.” 


MUNICIPAL FINANCING 


Busy Underwriters 


A record $2.2 billion of municipal 
bonds were sold during the first quar- 
ter of 1958, 26 per cent more than in 
the like quarter of 1957, according to 
a report released this month by the 
Investment Bankers Association of 
America. Municipal bond sales during 
the first three months of 1958 were at 
a seasonally adjusted annual rate of 
$9.1 billion. 

However, says IBA, it is not likely 
that this lofty level of sales will be 
sustained throughout the year. The 


record volume of bonds sold during the 
first quarter, together with the usual 
seasonal slowdown in bond authoriza- 
tions, have served to reduce the back- 
log of issues approved (since July 1, 





1955 1956 1957 


prel. 


6.8 
18.6 


1958 

proj. 
4.5 

20.1 


8.8 
15.2 





8.1 
16.7 






24.0 24.8 25.4 24.6 








6.1 7.2 10.1 ia 
1.3 1.3 7 af 
4 2.0 a ~3 










7.8 10.5 17.1 79 
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Our sendings go the fastest way—air mail... 
fast motor truck ... carrier pigeon. Whatever’s 
the fastest means available, we use it to get 
your checks to the point of payment fast. 


For example, any check payable at any bank 
on our nightly truck runs, and reaching us in 
time to be processed for nightly delivery, is at 
the bank on which it is drawn next morning. 


First Pennsylvania operates this service in the 
interests of better banking. Similar speed by 
truck or by air is available to any bank in the 
United States. 


If you’re not making use of this consistently 
faster service, why not try it—and save 2 to 
4 days? Just give us a call. 


First Pennsylvania 


BANKING AND TRUST COMPANY BANKING SINCE 1782 


31 OFFICES — SERVING MORE PEOPLE MORE WAYS 
THAN ANY OTHER PHILADELPHIA BANK 


Member Federal Deposit Insurance Corporation 








HENRY T. BODMAN 
National Bank . . 


1956) but not sold from $4.1 billion 
at the end of 1957 to $3.8 billion. 


The Leaders. Heading IBA’s list 
of principal managing underwriters of 
new municipal issues in the first quar- 
ter were The First National City 
Bank of New York (with $216 million 
of new issues), The Chase Manhattan 
Bank ($181 million), Halsey, Stuart 
& Co. Inc. ($152 million), Bank of 
America ($108 million), Bankers Trust 
Co. ($106 million) and The First 
Boston Corp. ($100 million). 

Next came Lehman Bros. ($76 mil- 
lion), Blyth & Co., Inc. ($72 million), 
Kidder, Peabody & Co. Inc. ($66 
million), Harris Trust & Savings Bank 
($66 million), Glore Forgan & Co. 
($59 million) and The First National 
Bank of Chicago ($58 million). 


EXECUTIVE CHANGES 


Realignment 


Donald F. Valley, 58, last month 
was elected chairman and chief execu- 
tive officer of National Bank of De- 
troit (resources: $2.0 billion), and 
Henry T. Bodman, 52, was named 
president and chief administrative 
officer. Newly elected to the board 
were Lawrence P. Fisher (to succeed 
the late Charles T. Fisher, Jr.) and 
George E. Parker, Jr. (to succeed the 
late John S. Coleman). Mr. Parker, 
56-year-old vice president and trust 
officer, also was named chairman of 
the bank’s trust committee. 


Mr. Valley had been executive vice 
president and a director of NBD since 


1953. His other directorships include 
S. S. Kresge Co., Motor Wheel Corp. 
and Mueller Brass Co. Mr. Bodman 
had been a general vice president since 
1950, a director since 1953. He also is 
a director of Fenestra, Inc., and 
Standard Accident Insurance Co., and 
is immediate past president of the 
Association of Reserve City Bankers. 
Lawrence Fisher, one of the original 
Fisher brothers, is a director of Fisher 
& Co., Genéral Motors Corp. and 
Continental Illinois National Bank & 
Trust Co. of Chicago. 

Five to Senior VP. In other high 
level changes at NBD, five division or 
department heads were named to the 
newly-established position of senior 
vice president. They are: John N. 
McLucas, 53 (out-of-town division) ; 
Edward Adams, Jr., 53 (Michigan 
outside of the Detroit area, northern 
Ohio and Indiana; international de- 
partment); Milton S. Bosley (invest- 
ment portfolio, special research proj- 
ects and economic studies); Arnold D. 
(Mike) Freydl, 54 (General Motors 
Building office, business develop- 
ment); and Ellis B. Merry, 50 (city 
division). 


Burroughs’ New Boss 

Ray R. Eppert, who started a suc- 
cessful business career by selling add- 
ing machines to banks in Ogden, Utah, 
in 1921, last month was named presi- 
dent of Burroughs Corp. to succeed 
the late John S. Coleman. Mr. Ep- 
pert, now 55, had been executive vice 
president since 1951 and a director 
since 1948. 





RAY R. EPPERT 
Burroughs Corp. 











DONALD F. VALLEY 
. of Detroit 


Mr. Eppert’s long association with 
banks and bankers will stand him in 
good stead as head of Burroughs, which 
includes in its product array a wide 
range of electronic automation equip- 
ment for banks. It was his early ex- 
perience in dealing with banks that 
was largely responsible for his trans- 
fer in 1926 to the Detroit home office, 
where he was assigned to the bank 
division of the company’s sales pro- 
motion department. 


Mr. Eppert’s rise within Burroughs 
was rapid. In 1928 he was appointed 
assistant manager of Burroughs’ New 
York sales branch and later became 
special representative in charge of the 
eastern division, including New York 
City. Returning to Detroit, Eppert be- 
came assistant general sales manager 
in 1939, general sales manager in 1941, 
vice president in charge of marketing 
in 1946. 

Burroughs also announced last 
month that Kenneth C. Tiffany, 49, 
vice president in charge of finance 
since 1949, has been elected a director. 


Rand's Successor 


Kenneth R. Herman, 60, last month 
was named president of the Remington 
Rand Division of Sperry Rand Corp. 
to succeed founder James H. Rand, 
who will continue as vice chairman of 
the corporation. Rem Rand, leading 
manufacturer of bank and other busi- 
ness machines and equipment (in- 
cluding electronic computers), became 
a division of Sperry Rand Corp. 
through a consolidation in 1955. 
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The First National Bank 
of Chicago 


Statement of Condition March 4, 1958 


Board of Directors 


Joseru L. Brock 
President, 

Inland Steel Company 
Epwarp E. Brown 
Chairman of the Board 
CueEsseER M. CAMPBELL 
President, 

Tribune Company 

J. D. Farrincron 


Chairman of the Board, 
Chicago, Rock Island and 
Pacific Railroad Company 


MarSHALL FIELD, Jr. 


Editor and Publisher, 
Chicago Sun-Times 


James B. ForGan 
Vice-Chairman of the Board 
Wa tter M. HEYMANN 
Executive Vice-President 
Rosert S. INGERSOLL 


President, 
Borg-Warner Corporation 


Henry P. IsHam 


President, Clearing Industrial 
District, Inc. 


James S. KNowLson 


Chairman of the Board, 
Stewart-Warner Corp. 


Homer J. Livincston 
President 


Hucuston M. McBain 


Chairman of the Board, 
Marshall Field & Company 


Brooxs McCormick 


Executive Vice-President, 
International Harvester Co, 
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Harry C. Murpeuy 
President, Chicago, Burlington 
& Quincy Railroad Company 
Louis B. NEuMILLER 
Chairman of the Board, 
Caterpillar Tractor Co. 
James F. Oates, Jr. 
Chairman of the Board and 
President, The Equitable 
Life Assurance Society 
of the United States 
WILLIAM Woop PRINCE 
President, 
Armour & Company 
Frank O. Prior 
President, 
Standard Oil Company (Indiana) 
GiLsBerT H. ScriBNER 
Winston & Company 


R. Douctas Stuart 
Chairman of the Board, 
Quaker Oats Company 

Louis WarRE 


President, International 
Minerals &4 Chemical Corp. 


C. J. WHIPPLE 


Chairman of the Board, 
Hibbard. Spencer, Bartlett 4 Co. 


Joun P. Witson 
Wilson & Mcllvaine 


RosBert E. WILson 
Chairman of the Board, 
Standard Oil Company (Indiana) 

Rosert E. Woop 


Director, 
Sears, Roebuck and Co, 


ASSETS 
Cash and Due from Banks j ' 
United States Government Obligations . 
Other Bonds and Securities 
Loans and Discounts 
Real Estate (Bank Buildings and Adjecent Property) 
Federal Reserve Bank Stock , i 
Customers’ Liability Account of Acceptances 
Interest Earned, not Collected 
Other Assets 


° $ 580,653,859.71 
. 694, 838, 824.02 
. ° 146, 224, 834.21 
1,418, 274, 321.56 
1,345, 874.47 

6, 900, 000.00 
2,572, 183.91 
9,004, 851.97 
10,031, 708.67 


$2, 869, 846, 458.52 


LIABILITIES 
Capital Stock . ° ° ° 
Surplus. ° . . 
Undivided Profits . ‘ 
Discount Collected, but not Earned 
Dividends Declared, but Unpaid 
Reserve for Taxes, etc. 
Bills Payable ‘ 
Liability Account of Acceptances 
Time Deposits . > 
Demand Deposits . 1,731, 871,573.84 
Deposits of Public Funds 197,152,553.53  2,483,314,965.35 
Liabilities other than those above stated 9,047, 746.18 


$2, 869, 846, 458.52 


Sy $ 100,000,000.00 
eo er 130, 000,000.00 
18, 081,392.20 
5, 789,046.79 
4,000, 000.00 
42,036,917.84 
75, 000,000.00 
eg 2,576,390. 16 
$ 654,290,837.98 


United States Government obligations and other securities carried at $266,333,153.71 
are pledged to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Building with Chicago since 1863 














































Largest and Friendliest 
Bank In Japan! 


Mind you, this is not an idle boast. We 
know we're the largest—187 branches 
throughout Japan—and we sincerely try 
to be the friendliest. We go the limit 
in trying to fulfill the banking and other 
requirements of our clients. 


Our New York office is at 42 Broadway 
—in London, Finsbury Circus—where a 
vast knowledge of the Far East and a 


KENNETH R. HERMAN 
Remington Rand 


warm welcome await you. Domo arigato 
gozaimasu. 


THe FUJI BANK trp. 


Founded in 1880 


Mr. Herman, a director and execu- 
tive vice president of the corporation, 
formerly was president of Vickers Inc. 
(hydraulic equipment), a subsidiary of 


Head Office: Chiyoda-ku, Tokyo 
Overseas Offices : Sperry Rand. Mr. Herman’s career 
New York . london . Calcutta 


with Vickers began in 1931, carried 
him through a series of assignments 
including project engineer, sales en- 
gineer, chief engineer, assistant general 
manager, vice president and general 
manager and finally president. 

Marcell N. Rand, 44, continues as 
executive vice president and general 
manager of the Remington Rand Di- 
vision. 


Now New York 


ANOTHER Reese H. Harris, Jr., a 46-year-old 

a lawyer and trustman, was elected an 

executive vice president and trustee of 

FOR FIRST NATIONAL The Hanover Bank. Mr. Harris will 

be in charge of the bank’s trust divi- 

sion. He formerly headed the trust 

department of The Connecticut Bank 

& Trust Co., where he was a senior 

vice president and director. Prior to 

joining the latter institution in 1950, 

he was engaged in the practice of law 
in Hartford. 


¢ DEPOSITS UP 23% 
¢ RESOURCES UP 22% 
10 NEW OFFICES 


Home Office 
Phoenix, Arizona 


MERGERS & ACQUISITIONS 
Wedding Bells 


@ The National Metropolitan Bank of 
Washington, D. C. (resources: $70 
million) will become a part of Ameri- 
ean Security & Trust Co. ($249 mil- 
lion). The union was assured late last 
month when American Security Corp., 


NATIONAL 
BAW KK or arizona 


Now 51 Offices in Arizona 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





REESE H. HARRIS, JR. 
The Hanover Bank 


an affiliate of the latter bank, an- 
nounced the acquisition of more than 
two-thirds of the stock of National 
Metropolitan. 


® County Bank & Trust Co., Pater- 
son, N. J. ($135 million) and Passaic- 
Clifton National Bank & Trust Co. 
($152 million) will merge, subject to 
stockholder and supervisory approval. 
The resulting organization will oper- 
ate under the state charter of County 
Bank, have 14 offices. 


@ The First National Bank & Trust 
Co. of Scranton ($116 million), the 
Wilkes-Barre Deposit & Savings Bank 
($17 million) and the Markle Bank- 
ing & Trust Co., Hazleton ($16 mil- 
lion) plan to consolidate under the 
name: National Bank & Trust Co. of 
Northeastern Pennsylvania. The mer- 
ger, which is subject to the approval of 
stockholders and the Comptroller, 
would provide a total of eight offices 
for the new bank. 


@® The Fort Neck National Bank of 
Seaford, N. Y. ($43 million) will be 
merged into Security National Bank 
of Huntington ($127 million), if stock- 
holders and the Comptroller give their 
blessing. The combined bank will have 
24 offices in Long Island’s Nassau and 
Suffolk Counties. 


@ Also in Nassau County, the Central 
Bank & Trust Co. ($23 million) and 
the Lynbrook National Bank & Trust 
Co. ($18 million) will consolidate under 
the name of the former, subject to 
stockholder approval. 
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roup Life Insurance for Banks 


1957 Net Cost Under MANUFACTURERS TRUST COMPANY Plan 


Reaches New Low: 42¢ a Month per $1000 


The net cost of Group Life Insurance for our 711 correspondent banks 
which participate in our Plan reached a new low point at 42.2 cents a month 
per $1,000 of life insurance for the year 1957. This net cost reflects the appli- 
cation of dividends received trom the insurance carriers against the gross 
premiums paid by the participating banks. 

Under the MANUFACTURERS TRUST COMPANY Plan, the maximum 
life insurance on any individual is $16,000 and there is an added accidental 
death and dismemberment benefit equal to 50% of the amount of thé life 
insurance. 

Our 711 participating correspondent banks have a total of 10,731 officers 
and employees who are covered by more than $78,000,000 of life insurance, 
and the number of participants has been steadily increasing, year after year, 
since the Plan was started in 1947. 

This is one of many reasons why more and more banks are turning to 
Manufacturers Trust Company as their New York correspondent. 


To get the facts on our Group Life Insurance Plan, write or phone Mr. Joseph C. McNally. 
May 15, 1958 


Other Correspondent Bank Services 
* Bond Portfolio Analysis 


* Personal and Corporate Trust Service, 
including Pension Plans, Dividend 
Pavments and other Related Services 


* Up-to-the-Minute Credit Information 


* Surveys and Recommendations on 
Bank Operations 


* Around-the-Clock Transit Service 

* Domestic and World-wide Collections 

* Excess Loan Participation 

* International Banking Department ready 
to handle business in 153 countries 


Head Office: 44 Wall Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 









against fraud 











AMERICAN 400 PORTABLE 
ELECTRIC PERFORATOR 
























The American 400 perforates thousands of 
items an hour. It offers a foolproof per- 
manent way to cancel, date, number, vali- 
date, void, receipt or otherwise mark 
paper—through many carbons. Automatic 
paper-trip operation. Choice of 1, 2 or 3- 
line copy, including changeable date or 
number. Quiet, powerful, handsome, oc- 
cupying space of only 64 by 13 inches. A 
leader in the field since 1910, American 
makes a full line of perforators. Write for 
literature. 


HEAD OFFICE: 


igs 


WUTC Lt 


BL ines 


NEW YORK REPRESENTATIVE OFFICE: 
149 Broadway, New York 6, N.Y. 





HIBIYA TOKYO 
120 BRANCHES THROUGHOUT JAPAN 


Bank of California $ 


Bank of New York 

Bankers Trust Co. 

California Bank 

Central Nat. Bank of Cleveland 
Chase Manhattan Bank 
Chemical Corn Exchange Bank 
County Trust Co., White Plains 


First National City Bank of NY 
& City Bank Farmers Trust Co. 


Guaranty Trust Co. of New York 
Hanover Bank 

Industrial NB of Providence 
Irving Trust Co. 

Manufacturers NB of Detroit 
Manufacturers Trust Co. 

Marine Midland Corp. (consol.) 
Mellon Nat. Bank & Trust Co. 

J. P. Morgan & Co. Inc. 
National Bank of Detroit 

New York Trust Co. 

Republic Nat. Bank of Dallas 
Union Commerce Bank, Cleveland 


FIRST QUARTER BANK EARNINGS* 


In Thousands 


Per Share** 


1958 1957 1958 1957 
765 $ 685$ 60$ «55 
1,098 1,003 6.86 6.27 
5,718 5,290 1.42 1.31 
1,362 1,108 88 71 
874 788 85 77 
13,970 12,945 1.07 99 
6,702 5,839 1.05 92 
839 718 57 49 
14,865 14,090 1.24 1.17 
8,673 7,546 1.44 1.25 
3,655 3,640 91 91 
863 823 75 mA 
3,241 3,226 64 .63 
1,247 1,245 1.00 99 
5,092 4,769 1.01 95 
3,686 3,285 43 39 
5,447 4,937 2.21 2.01 
2,135 2,084 6.10 5.95 
3,774 3,650 1.30 1.26 
1,828 1,673 1.52 1.39 
2,028 1,814 .68 61 
601 584 82 80 


*Net operating earnings where available; otherwise net profits. 


** Adjusted. 





BANK STOCKS 
Earnings: Good Start 


First-quarter earnings of 22 leading 
banks (see table) averaged 8 per cent 
higher than in the first three months 
of 1957. Mainly responsible for the 
higher net were a larger volume of 
earning assets and a higher average 
rate of return. The extent of the in- 
crease in earning assets is revealed by 
the figures for the weekly reporting 
banks in leading cities: At the end 
of March, investments of these banks 
were up a thumping $4 billion over a 
year earlier and loans were up $175 
million.* 

Also contributing to the higher 
earnings were some substantial in- 
creases in trust and “‘other’”’ operating 
income. Indeed, Guaranty Trust Co. 
of New York reported an increase of 


*Commercial and industrial loans were of course 
down markedly, but this was more than offset by 
a sharp increase in loans for purchasing or carry- 
ing securities. 





39 per cent in such income. 


Bond Profits. For the first time 
in three years, most reporting banks 
showed capital gains on bond trans- 
actions. The First National City Bank 
of New York, for example, reported 
a net profit from sales of securities 
during the first quarter of $958,000 
(or 8 cents a share), compared with 
a net loss of $820,000 (7 cents a 
share) in the like period of 1957. 
Similarly, J. P. Morgan & Co. rang 
up investment security profits of 
$669,000 ($1.91 a share), against a 
loss of $53,000 (15 cents a share) in 
the first quarter of last year. 


Time Lag. Because of the large 
year-end carryover of loans and in- 
vestments made at attractive rates, 
January’s cut in the prime rate did 
not have much effect on first-quarter 
results. Lower rates will, of course, 
be more fully reflected in earnings 
later in the year—but so will lower 
reserve requirements. 

Thus, while subsequent quarterly 
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AWRENCE 


FIELD WAREHOUSE RECEIPTS 
ARE YOUR “ACE-IN-THE-HOLE” 


Inventory financing through Lawrence Field Warehouse 





; receipts is an important method of credit accommodation. 
; Lawrence receipts enable you to convert your open lines 

: to safe, secured loans. So, Mr. Loan Officer, make valued 
i friends of customers—new and old—by recommending 
a 

: Lawrence Field Warehouse service. 

a 

1 

B 

; 37 Drumm Street, San Francisco, California 


100 N. La Salle Street, Chicago 2, Ill. © 79 Wall Street, New York 5, N.Y. 
OFFICES IN PRINCIPAL CITIES 
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WOULD YOU LIKE 
A YIELD OF 4.80%? 


We have offerings of FHA insured and VA guaranteed 
mortgages available which will produce 4.80% net to you. 












HUNTOON, PAIGE & CO. 


44 WALL STREET NEW YORK 5, N. Y. 
WHitehall 3-5866 


Nationwide brokers VA and FHA 
Reference: your major correspondent bank 





Partners - New York 
WALTER RUSSELL GEORGE J. LENTZ 
PHILIP C. O'CONNELL R. WINTON ELLIOTT 










Partner - California 
R. RICHARD HUBER 


Correspondents 
S. DOUGLAS YOUNG 
New York Area 


WILLIAM A. DICE 
San Francisco 








Transit Cash Letter 


You can abolish record-keeping. All you need is a duplicate 
of adding machine tape-listing. You can stop worrying 
about “on us” checks because this policy insures checks 
that are lost in monthly staternents. You will create extra 
good will with customers by waiving your right of charge 
back when customer cannot procure duplicates of lost 
items. Hundreds of banks are now protected by Transit 
Cash Letter Insurance. Write us today for complete details. 


Scarborough & Company 


aL ee 


NATIONAL 


aREE LTE? 


BANK BUILDING 
STate 2-4325 


Insurance Counselors to Banks 


Chicago 3 











comparisons may be a bit less favor- 
able, full-year operating earnings of 
the bigger banks should be as good 
as in record 1957. And indicated 
earnings are likely to be somewhat 
better owing to the absence of security 
losses. 


MILESTONES 


Change & Progress 


@ The Marine Trust Co. of Western 
New York dedicated a spanking new, 
$4 million administration building. 
The new building will house the bank’s 
various operating departments, and 
executive offices of both the bank and 
its parent company, Marine Midland 
Corp. 


@ Sears Roebuck Acceptance Corp., 
organized to purchase customer instal- 
ment contracts from Sears, Roebuck 
& Co., issued its first annual report. 
Covering the fiscal year ended Janu- 
ary 31, the report discloses that SRAC 
had established lines of credit with 
banks totaling $127 million. Of this 
amount, $30 million was in use on 
January 31. Also outstanding on that 
date were $53 million of short-term 
notes placed directly with banks and 
other institutional investors. 


@ Firstamerica Corp., the new holding 
company being formed to take over 
the banking interests of Transamerica 
Corp., began trading on the New York 
Stock Exchange on a “when issued”’ 
basis. Ticker symbol: FSA. 


@ The Mosler Safe Co. and J & J 
Taylor, Ltd., joined to form a new 
Canadian corporation, Mosler-Taylor 


Sales, Ltd., with headquarters in 
Toronto. Said the official announce- 
ment: “This combination will bring 


to Canada an unparalleled range of 
high grade security products, all of 
which will eventually be manufactured 
in Canada.” 


@A new open-end investment com- 
pany—The Chase Fund of Boston— 
made its appearance on the financial 
scene. The fund’s primary objective 
will be capital appreciation. Shearson, 
Hammill & Co. will underwrite an 
initial offering of one million shares at 
$10 a share. 


@ New York’s Empire State Group, 
Inc., a new kind of banking associa- 
tion (BANKERS MONTHLY, Feb. 15), 
added its eighth member, The Nation- 
al Bank & Trust Co. of Norwich. 
ESG members now have combined re- 
sources of about $1.3 billion. 
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HERES THE ONLY DEAL DRAWER 


THAT REACHES ALL YOUR CUSTOMERS....? 
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8 DEAL DRAWER EXTENDS FULL 18 INCHES 
kc FOR MAXIMUM CUSTOMER CONVENIENCE 
. .. this means you can reach all drivers whether 
J they are curb-shy or “‘crowders”. For faster 
customer service, the deal drawer can be opened 
7 and closed within 7 seconds. The drawer’s tray 
r is readily removed for handling packages. 
: Diebold Drive-Up Windows are superbly de- 
e signed in five flush, bay and saw-tooth models 
B for meeting space and architectural require- 
f ments. All models feature high fidelity com- 
f munication systems, defrosters, glare-free illu- 
d mination, security-seal drawer design that 


never exposes teller to an unprotected area. 
A companion Walk-Up Window offers the 
same features. 


For drive-up and walk-up banking at their 
best, investigate Diebold Windows. Use the 


Finger-tip control extends, stops and retracts deal drawer from any position. convenient coupon .. . today. 
in addition, a rubber protected bumper stops drawer instantly on contact. 


t Diebold, Incorporated stuane 
Department B- 23 
Canton, Ohio 

x Please send complete information about your: 

a (0 Drive-Up Windows C Watk-Up Windows 
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é INCORPORATE aD NON iis oo cs nests 00 cals ginkine VO is. csancsscevevcnpssede 
t CANTON, OHIO SHO. cc ccccccccccvcccvcccccccccsccreccccecescecesensseseesse 

GRY. ccrvecccicccvcccvevesccsccoccees Zone..... WIC. vs cccsccece 


Manufacturers of the world’s finest bank equipment 
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modern banking 
requires 
modern protection! 


The fundamentals of locking a door are 

the same today as they were a 

hundred years ago. Only the 

techniques and devices have changed. 

Modern bank protection involves 

much more than locks — 

no matter how perfect. 

In supplying blanket bonds and other types of 
insurance to fill this need we offer a 

- broad and intimate knowledge of modern 
protection plus the ability to meet individual requirements. 
For complete protection insist on Federal coverage. 


FEDERAL INSURANCE COMPANY 


into which has been merged 


THE UNITED STATES GUARANTEE COMPANY 
CHUBB & SON, Managers 


90 John Street, New York 38, N.Y. 
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Expect Congress to set up a Federal program for long-term financing of 
small business. The Administration, key Congressional leaders, Fed Chairman 
Martin and the American Bankers Association all see a need for such a program. 

The drive for legislation got under way in earnest following publication 
last month of a 549-page report by the Federal Reserve on the financial problems 
of small business. The report indicated that at present there simply is no 
organized source of long-term loan and equity capital for small business. 

Two bills designed to fill this gap were immediately proposed in the 
Senate, and similar bills are pending in the House. 





The Johnson bill (written by Senate Majority Leader Johnson and the Senate 
Banking Committee with help from the Fed) would authorize a newly created Small 
Business Investment Administration to: 1) invest in the stock of small business 
investment companies, which would be formed to operate under this measure; 2) 
make loans to such investment companies; and 3) make loans to state and local 
development companies to supply equity capital to small business concerns. 

Loan policies of the SBIA and of the present Small Business Administration 
would be set by a Small Business Policy Board consisting of the Secretaries of 
the Treasury and of Commerce and the Administrators of the SBIA and SBA. 





The Administration version (introduced by Sen. Thye, ranking Republican on 
the Senate Small Business Committee) also provides for making loans to local and 
state development credit corporations and to small business investment associations, 
which would be set up under the act to make equity—type financing available to small 
business concerns. 

But the Administration proposal would turn the administrative job over to SBA, 
rather than create a new agency. 


The Administration bill recommends an initial appropriation of $220 million 
to support Federal participation in the program, while the Johnson bill calls for 
a revolving fund of $250 million. Both measures seek to encourage a maximum 
utilization of private funds. 


Prospects for final passage of the Financial Institutions Act grow dimmer 
all the time as Congress aims for a mid-August adjournment. The House Banking 
Committee, which has yet to clear the Senate—passed bill, is now working on 
unemployment legislation . . . Individuals saved at a higher rate during 1957 than 
in any year since the end of World War II, according to estimates released this 
month by the Securities & Exchange Commission. Net financial saving amounted to 
$16.3 billion, compared with $13.3 billion in 1956 and $7.5 billion in 1955. . 
SEC also reports that corporate holdings of cash and U.S. Government securities 
declined by $2.3 billion in 1957 and at year’s end were 42 per cent of current 
liabilities, vs. 47 per cent a year earlier, 54 per cent two years earlier. 
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Rodin’s famous sculpture ‘‘The Thinker” in front of the Pantheon 


The PHILOSOPHY of correspondent banking 


Busy bankers don’t often have time for “ivory tower” thinking—but 
every bank does build up its own philosophy, its individual personality. 


When it comes to correspondent banking, Chase Manhattan’s philos- 
ophy is simple: 
We do everything we can to help you 
do a better job for your customers. 
We have everything to do it with. 
We'll do it in a friendly, personal way. 


Why don’t you talk to the people at Chase Manhattan? 
THE 


CHASE MANHATTAN BANK 


CHARTERED 1799 
HEAD OFFICE: 18 Pine Street, N.Y. 15 


Member Federal Deposit Insurance Corporation 


Service to Correspondents 


Analyses of investment portfolios 

Around-the-clock mail pick-up 

Quick collection of items 
Dealers in State and Municipal Bonds 
Execution of security orders 
Credit information + Full foreign services 

Safekeeping of securities 
Many personal services 
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BANK LOAN POLICY 
VS. THE RECESSION 


‘There Is Statesmanship in Banking.” 


The need now is for the exercise of a greater than ordinary 
degree of care in the formulation and execution of bank loan 
policies, to the end that soundly extended bank credit may 
play its full part in defeating the forces of recession. 


N AN ARTICLE which appeared in 
BANKERS MONTHLY for October 
15, 1956, I suggested that eco- 

nomic stability was one of the 
goals for which banks should strive 
in formulating and executing their 
loan policies. Money was tight. De- 
mand at every level was placing 
a heavy strain upon the -nation’s 
production facilities, and inflation- 
ary forces were calling the turns; 
while our money managers wer>2 
applying such curbs on those forces 
as lay within their power. In that 
situation, there was an obvious need 
for restraint. Said the article in 
question: 

“We certainly don’t want any 
deflationary developments, and we 
don’t want to add to the inflationary 
pressures that are already at work 
in our economy. And this means 
that our loan decisions must be 
made with a due regard for their 
impact.on our economy as a whole. 


Mere ability to meet the test of | 


solvency and liquidity isn’t enough 
to warrant the making of a ioan 
that will plainly add to some already 
existing inflationary pressure. It is 
admittedly difficult to forego the 
added profit that might be made by 
ignoring this consideration, but that 
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By DON H. WAGEMAN 


Chairman of the Executive Committee, 
Seattle-First National Bank, Seattle, Wash. 


actually isn’t a very high price to 
pay for a stable economy. 


“The danger here, as in the case 
of a national election, is that the 
individual is all too likely to feel 
that one vote more or less doesn’t 
particularly matter; and every in- 
flationary loan is plainly a vote for 
inflation. It is hard for us to realize, 





DON H. WAGEMAN 


and quite as difficult to convince a 
customer, that the decision regard- 
ing each individual loan application 
has a definite influence on the fi- 
nancial and economic health of the 
country.” 


The Same Principle Redirected 


Although the situation in which 
we now find ourselves is quite the 
reverse of the one which obtained 
when that was written, precisely 
the same principle still applies, but 
its application has taken a change 
of direction. Whereas we were then 
under the necessity of exercising a 
greater than ordinary degree of re- 
straint in the formulation and exe- 
cution of our loan policies, the need 
now is for the exercise of a greater 
than ordinary degree of care in the 
performance of these functions, to 
the end that soundly extended bank 
credit may provide a maximum of 
support for our economy. 


Also stated in the article men- 
tioned was the simple formula by 
which this can be achieved. It is a 
loan policy that is equally effective 
in all phases of the economic cycle. 
It does not change in concept, but 
the manner of its application varies 
with the times. Here it is: “It is 
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and so will you with 
commodity loans secured by 


AMERICAN 
EXPRESS 
FIELD 


YOUR SHIEL % PROTECTION 
Head Office: 
65 Broadway, New York 6, N. Y. 
Offices Nationwide 
Write for FREE bookiet 
“Bank Loans Secured by Field Warehouse Receipts” 
20 





dealer concerned. 


the aim and purpose of this bank to 
provide all of the credit needed by 
our solvent customers to meet their 
usual and normal business require- 
ments.” That is to say that if we 
have been following that or a com- 
parable basic policy for the past 
few years, we need not, and should 
not, change our policy; we need 
only apply it in such a way as to 
meet the demands of the particular 
time in which we are living. 

For many years, banks have been 
supporting a rapidly expanding econ- 
omy by making bank funds available 
for every legitimate purpose, in- 
cluding the purchase and carrying 
of capital assets. Banks and cus- 
tomers alike became accustomed to 
the constant expansion of business 
and profits. There had developed a 
general inclination -to regard any- 
thing less than yesterday’s or last 
year’s volume as a depression. 

This attitude, of course, reflects 
an altogether abnormal frame of 
mind, and it is good to be brought 
back to a realization that our free 
economy is bound to have its ups 
and downs. With this changed per- 
spective there has doubtless come 
to us all a new appreciation of just 
what it means to provide credit 
for the “usual and normal business 
requirements” of our customers, and 


if It's Good for the Borrower, It’s Good! 


JHE one criterion upon which the banker can rely with complete 

confidence in the determination of lending policies is the extent 
to which any contemplated credit, if extended, will help or harm the 
individual borrower. The credit which will be helpful to the borrower 
or to the instalment purchaser beyond any reasonable doubt should 
be extended; that which will not should be withheld, whatever the 
effect of doing so on the volume of business done by the banker or 


From an editorial in Bankers Monthly, May, 1953. 


The policy and practice which places the welfare of the user of 
credit foremost among the considerations influencing credit decisions 
must, of necessity, accord the same relative position to the welfare 
of the economy as a whole. Paramount among the banker’s respon- 
sibilities to his customers, both individually and collectively, is that 
of making every possible contribution to the stability of the economic 
structure of which we are all a part. 


Any loan at which the banker has taken a long, hard look with an 
eye single to the welfare of the borrower isn’t likely to cause any 
trouble. If business in general will apply the same test to the use it 
is making of credit in its merchandising endeavors, we'll have little 
to fear as far as consumer credit totals are concerned. 


an awareness that we haven’t ad- 
hered too closely to the limits thus 
prescribed in dealing with the grow- 
ing and expanding economy of the 
recent past. It is now clear that we 
allowed, and even encouraged, the 
over-expansion of production facil- 
ities, inventories, receivables, and 
business activity in general, and 
that we did so somewhat in viola- 
tion of sound credit policy. 

These conclusions are not en- 
tirely the product of hindsight. I 
pointed out at the ABA’s National 
Credit Conference of two years ago 
the danger of further expanding 
bank portfolios for non-productive 
purposes. I suggested that it was 
then time for us to do a more se- 
lective job of applying the loan 
policy stated above, and that we 
must have the courage to decline 
loans that were merely ‘‘money good”’. 


There can be little doubt that 
banks during the past eight or ten 
years have been meeting all the 
credit needs of their solvent cus- 
tomers, but we may well ask our- 
selves how far we’ve gone beyond 
that point. How much of the im- 
prudent borrowing that is now com- 
ing to light was caused by ill-con- 
sidered lending? Have we failed to 
withhold credit that has gone into 
unsound expansion only because the 
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loans involved were collectible? Have 





we given too little thought to the 
ultimate welfare of the borrower? 


And what about the borrowers 
whom we have continued to finance 
liberally from year to year not- 
withstanding the fact that their 
financial statements showed no prog- 
ress, and only because they were 
able to offer acceptable collateral? 
Were we sufficiently firm in calling 
to their attention the obvious fact 
that there was something wrong 
with their organizational setup or 
their business methods? Did we 
make sufficient use of our oppor- 
tunities to check their condition 
and progress against that of com- 
parable operations with which we 
were familiar and did we give them 
the full benefit of our conclusions? 

If we failed to do any of these 
things, and I suspect that most of 
us are guilty of such failure in some 
degree, then we have violated a 
fundamental provision of any sound 
loan policy which says that the 
borrower’s interest must be served 
by every loan that is made, insofar 
as it lies within the power of the 
banker to ascertain where that in- 
terest lies and meet its needs. 


Attitude Spells the Difference 

So much for the past. It is im- 
portant to us now only for the use 
we are able to make of its lessons 
in dealing with its legacy of prob- 
lems. For it is painfully obvious 
that the change of economic climate 
has caught some of our borrowers 
in an extended position, and that 
many of them are experiencing vary- 
ing degrees of difficulty in meeting 
their obligations. The amount of 
good or harm that will flow from 
these situations will depend, in large 
part, upon the attitude in which we 
approach the problems they present. 


Wholesome self-appraisal is, by 
common consent, a good thing, and 
this would appear to be an especially 
appropriate time for us bankers to 
do some soul searching. Just what 
is banking anyway, and just how 
are we performing in the light of 
our own definition of that term? 
Just how much justification is there 
for the analogy in which the banker 
is likened to the fellow who will 
loan his umbrella only in fair weather 
and wants it back when it is raining? 

My own notion about it is that 
banking in its broad sense encom- 
passes more than the accumulation 
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of deposits, lending the money, and 


interest the market can be made to 
afford. A banker’s responsibility ex- 
tends far beyond the four walls of 
his own institution into every phase 
and aspect of every level of the 
nation’s economy in which the im- 
pact of his decisions is felt. 


Modern American business, with 
its extremes of production ranging 
from pins to skyscrapers, would be 
quite impossible without modern 
banking service. Today’s business is 
geared to the jet tempo of our times, 
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getting it back safely, with all the’ 


PHILADELPHIA 


spreading across the nation, oceans 
and continents. It has achieved and 
can maintain this position only if 
it has access to a constant, efficient, 
ready and reliable supply of credit. 


Bank credit is, in fact, the very 
lifeblood of business, and the policy 
which directs and regulates its flow 
must be certain and unchanging. 
We must not blow hot and cold 
according to the whim of the mo- 
ment or the dictates of mass psy- 
chology. 

What, then, must we do to meet 
the suddenly changed conditions in 
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which we find ourselves? Well, first 
of all, let’s keep scare headlines 
and gloom talk in their proper per- 
spective. We are having a much 
needed period of adjustment, and 
we have far more reason to feel 
optimistic now that we have entered 
such a period than we had while we 
were still riding high on the crest 
of an inflationary binge. We can 
again build soundly, and we have 
far less to fear from the future than 
would have been the case had the 
binge continued. 


No Time for Gloom 


It ill becomes the banker in this 
situation to adopt a fear psychology 
and become a dispenser of gloom. 
The less informed public is all too 
ready to accept the idea that things 
are going from bad to worse, and 
if we, as bankers, adopt policies 
that will directly or indirectly en- 
courage such thinking, we will be 
rendering the greatest possible dis- 
service to the country’s economy. 


For years we have been hearing 
about our built-in economic stab- 
ilizers. They are real and will be a 
deterrent to the deflationary forces 
that are now making themselves 
felt. But the greatest potential stab- 
ilizing influence of all is a healthy 
and confident attitude toward the 
future on the part of our bankers 
and businessmen in general. There 
is ample justification for such an 
attitude, and it is the responsibility 
of all thinking citizens to assert it. 
To be unduly influenced in the ex- 
tension of credit by a feeling of 
pessimism, particularly at a time 
like this, can work distinct injury 
both to the bank and to the com- 
munity it serves. 


Now, let’s go back and think 
again about our customers; and 
especially those who find themselves 
over-inventoried or over-expanded, 
whether it be with or without our 
permission or encouragement. Let’s 
not panic. We simply must not pull 
the rug out from under these people. 
To do so would not only affect the 
businesses involved, but it would 
have a depressing effect on the 
economy of our immediate com- 
munity, as well; and to the extent 
that bankers in general pursued 
that course, the effect would be 
nationwide. 


Let’s exercise the tolerance and 
patience needed to help our cus- 
(Continued on page 36) 
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Investment Survey 


Governments « Municipals « Corporates 


By William B. Hummer 





Supercharged by anti-recession Government action, the bond markets continue 
strong, active and full of promise for a further upward march. 

Powerful forces guarantee the current pattern of a low yield structure 
through summer months: (1) aggressive active ease by the Federal Reserve; (2) a 
persistent and steep decline in bank business loans; (3) outlook for a significant 
reduction in corporate borrowing via the capital market; (4) accumulation of 
savings at a more rapid pace even as investment opportunities diminish. 








Current Fed policies are expressly designed to whip down long-term yields, 
thereby encouraging a pickup in business borrowing and spending. 

Free reserves of reporting banks have averaged more than $500 million this 
spring. Banks have been able to buy great quantities of Governments as a result. 

Since the Fed’s policy reversal in October, bank holdings of Governments 
have increased more than $7 billion, although publicly held Federal debt has in- 
creased less than one-quarter this amount. 

Bank credit (business loans and investments) of reporting banks climbed 
about $4.7 billion between February 1 and May 1, compared with a $1.4 billion 
rise in the like 1957 period. Business loans actually decreased by $400 million in 
these months this year, against a $1.2 billion gain a year ago; but enlarged 
holdings of Governments far offset the decline. 













As bank credit mounts, required reserves also increase. The Fed has 
consistently made reserves available so that banks will be able to cover their 
higher requirements. More than $1.5 billion of reserves have been pumped into 
the banking system since November. 

Two powerful factors have tended to absorb bank reserves this year, but 
they have been more than compensated for by.Fed actions. These factors are 
Federal deficit spending of possibly more than $3 billion in the current fiscal 
year and a loss of more than $600 million of gold from this country to foreign 
shores, chiefly England. 


Some weakness prevailed last month in the Government market because of tem— 
porary influences. One was surprising stock market strength, which led to some 
Switching out of bonds and renewed fear of inflation and high interest rates. 

Another reason was opportunity for speculators and some institutions to 
realize capital gains on bonds which had been bought at the start of the rally in 
October, six months having elapsed. Still another reason was a normal technical 
adjustment after the market’s strong early spring upsurge. 

These influences are not expected to be lasting. They have no relation to 
the fact that the Fed, has steadily enlarged the credit base, thereby providing a 
climate most favorable to bonds. Moreover, policy will not be shifted away from 
active ease until a business upturn clearly is underway. 
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Despite the favorable market outlook in the near future, investors should 
remember there have been four shifts in market direction in five years; each 
has been more abrupt and steeper than the previous. The next turnaround in 
yields, when it comes, could be dramatically sharp. 









The yield curve has become the steepest since World War II, with a gap of 
more than 2 per cent occasionally prevailing between shortest and longest 
Treasury maturities. There are interesting disparities between individual 
issues; for example, a yield spread of almost 0.5 per cent recently obtained 
between the 2 1/8s of 11/15/60 and the 2 1/2s of 11/15/61. 

Some banks have been realizing handsome capital gains on investment port— 
folios. This has been done partly to establish a higher cost base against which 
future losses can be applied. Furthermore, to the extent an issue has risen 
above par, the premium at which it is sold can be translated into a capital gain 
whereas if held to maturity the only capital gain realized is the difference 
between the discount price at which the issue was bought and par. 


The Government market is ablaze with rumors as to terms of the Treasury's 
refunding of $4.4 billion 2 7/8 per cent notes, $4.2 billion 2 3/8 per cent bonds 
and $900 million 2 3/4 per cent bonds coming due June 15. Banks own 37 per cent 

of the issues, with only 5 per cent held by the Fed. 

A certificate and intermediate—term note seem almost assured. The contro- 
versy rages over possible inclusion of a bond in the 15 to 30 year range. Treasury 
authorities have made plain that they would like to issue such a bond, and market 
circles are convinced such an obligation would be a success, in limited amount. 

Hesitation is caused, however, by realization of political and economic 
criticism which would follow such a move. Charges would be made of undue com— 
petition with private borrowers at the very time the Fed is trying to reduce long— 
term yields and stimulate borrowing. 


Municipal _ bonds have continued strong despite a record volume of offerings 
in the early months of 1958. Bank demand for shorter maturities has been intense, 
with the result that an abnormally wide yield spread has developed between short 
and longer maturities. It appears likely this gap will be narrowed, not by an 
early upturn in short yields but rather by lower long-term yields. 

New issues generally have met a brisk reception and the secondary market 
has been churning. Buyers have carefully scanned offering sheets to find bonds 
priced even slightly out of line. 

While the upward spiral in the municipal market has been interrupted by 
plateaus, there are a number of reasons why higher prices should prevail in months 
immediately ahead: (1) a somewhat reduced calendar of offerings; (2) need by banks 
for higher earnings to cover rising expenses as yields generally decline; 

(3) sharply reduced dealers’ inventories. 





The rally in the corporate bond market flattened out last month in the after— 
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The calendar for new offerings should be substantially lighter in months ahead, 
and this points to fresh market strength. Refundings no doubt will continue 
to comprise an important part of financing this year, so investors should care-— 

fully study high-coupon issues selling well above call price that may be in their 
portfolios and take appropriate action. 
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--.a seller makes a sale, a buyer makes a buy in the big high-speed 
government bond market at the Continental Illinois Bank 


Tomorrow morning, when the toast pops up from your toaster, you might 


remember this one point: 
That’s how fast government bonds move at the Continental! 


For instance, phone us to sell or to buy—and, the chances are, the transaction 


will be completed before you hang up. 
We’re one of the largest primary markets for U. S. Governments in the world. 


Our speedy service is used freely by our customers. Why don’t you use it, too? 
Phone STate 2-9000, Chicago. 


CONTINENTAL ILLINOIS NATIONAL BANK 
and Trust Company of Chicago 


Member Federal Deposit Insurance Corporation 
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The need for adequate financ- 
ing in this steadily expanding 
field is great, and any bank 
choosing fo enter it will find 
that competition is practically 
non-existent. 


By WALTER S. GRAULICH 


Assistant Vice President, 
Camden Trust Company, 
Camden, N. J. 


INCE time immemorial, the toy 
boats of childhood have in- 
spired dreams of the day when 

the dreamer would be able to manage 
a life-sized craft of his own. That 
the water has ever afterward held 
a fascination for the boy grown to 
manhood is amply attested by the 
steadily mounting attendance at boat 
shows throughout the country. 

In times past these dreams could 
only end in frustration but to an 
ever larger extent they are coming 
true. For good seaworthy craft that 
will fit any purse and purpose can 
now be had on conventional terms. 

By introducing production line 
methods, the boat builders have 
brought the price of their product 
within the reach of the average man. 
They are building to please the 
public and have keyed their designs 
to the tastes of the distaff side by 
combining sleek styles and vivid 
colors. For the men, they have 
provided what is probably the most 
important advance yet made by the 
manufacturers of stock boats—the 
arrangement of all controls at the 
steering wheel—thus making the 
single-handed operation as simple 
as driving an automobile. 


A Two Billion Dollar Business 


The boating industry has been 
making tremendous strides in its 
efforts to get its share of the Amer- 
ican recreational dollar. The WNa- 
tional Association of Engine and 
Boat Manufacturers reports that 35 
million Americans last year spent 
about two billion dollars at retail 
on what is described as the nation’s 
top family sport. 

Consider last year’s sales of 605,000 
outboard motors alone, more than 
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Pleasure Boating Is Big Business 


half of which had a minimum of 
12 h.p. The average size was 16 
h.p., and the average price for a 
motor of that size $400. Indicative 
of the steady trend toward larger 
motors is the V engine 50 h.p. out- 
board included in Johnston Motors’ 
1958 line and offered, with and 
without electric starting, at prices 
of $840 and $740, respectively. And 
larger motors necessarily mean larger 
boats. 

Sales of outboard boats last year 
totalled 320,000, which included a 
goodly number of 14-foot runabouts, 
selling for about $500, plus $200 to 
$300 for accessories. The industry 
also chalked up 165,000 trailer sales 
at an average price of $250. 


A typical $1,400 package offering 
good prospects for a profitable finance 
deal includes 14-foot runabout with 
accessories, a 25 h.p. motor with 
electric starting, and a trailer. Largest 
of the outboards are the 21-foot 
cabin cruisers, many of which use 
two motors. 


To this potential finance market 
may be added the cost of inboards 
of all sizes, ranging from runabouts 
through week-end cabin jobs to 
luxury cruisers, as well as sailboats 
of as many lengths. 


An interesting glimpse at the 
growth of the industry is afforded 
by these figures supplied by the 
National Association of Engine and 
Boat Manufacturers: 


4 oe 
1904 15,000 
1913 400,000 
1930 1,500,000 
1947 2,440,000 
1952 4,333,000 
1956 6,686,000 
1957 7,071,000 


The fact that most of the increase 
has taken place since World War II 
would indicate that higher income 
is an important factor, but probably 
of equal importance is the fact that 
boating has steadily gained popu- 
larity as a family sport. The pleasure 
boating industry, moreover, is at- 
tracting the attention of an ever 
larger number of instalment loan 
bankers. It is receiving more and 
more recognition from the _instal- 
ment loan committees of the State 
Bankers Associations, the ABA, in- 
dependent credit organizations, and 
others interested in retail financing. 

Banks have discovered that the 
boating public, as a class, is a better 
than average credit risk. A survey 
made by the Outboard Boating Club 





For every purse and purpose. 
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WALTER S. GRAULICH 


of America shows that 90 per cent 
of the sales of both motors and 
boats were made to skilled workers 
and craftsmen, professional men, 
managers, proprietors, officials, semi- 
skilled workers, and farmers—all 
highly rated risks. These men and 
women are usually home owners 
and their credit record, generally 
speaking, clearly indicates that they 
are family people of proven character. 
Delinquencies among them have been 
found to be negligible, and repos- 
sessions very rare indeed. 


Interest in boating is not confined 
to coastal areas, but will be found 
to exist in every state in the union. 
A recent survey shows that 20% 
of the outboards sold were going to 
states like Arkansas, Texas, Okla- 
homa, South Dakota, and Kansas. 


One wonders why the boating 
craze should invade such improbable 
areas. The man-made lakes resulting 
from the construction of dams and 
government projects is a factor, but 
probably more responsible is the 
boat trailer which has become a 
common sight on the highways. 
An Arizona banker reports there is 
one boat for every sixteen people 
in his state, and it is not unusual to 
see long queues of pleasure craft 
going down the. roads on trailers 
every week end. In addition to 
minimizing the expense involved in 
ownership, the boat trailer makes 
available to the enthusiast other 
cruising waters which would not 


(Continued on page 30) 
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Certain standard brand items can 
erhaps be bought safely from the 
les bidder. Certain contractual ac- 
quisitions, such as machinery and 
buildings, can also be bought safely 
from the low bidder provided the 
buyer employs engineers and archi- 
tects to protect his interests. Dia- 
monds, oriental rugs, and certain 
other items cannot be bought on 
price alone. 











We wonder if bank checks can now 
be bought safely from the low bidder. 
There was a time when they could 
be because it was easy to compare 
quality and delivery time was flexible. 
Now that they bear printed account 
numbers and constitute source docu- 
ments upon which banks will depend 
for accurate mechanical posting and 
sorting, and further, because fast, 
uninterrupted deliveries are inte- 
grated with fast, uninterrupted pro- 
cessing, we are inclined to believe 
that the reputation of the supplier is 
more important than any written 
specification. 




















THE LOW BIDDER 


With the introduction of magnetic 
ink coding, quality is going to be 
harder to check because appearance 
alone will not insure accurate han- 
dling in the fast, sensitive devices 
now in production. Lacking ade- 
geet, identifiable ‘‘signal strength,” 
the coding can’t be read by the ma- 
chines, and what the machines can’t 
read they can’t handle. You can’t 
measure signal strength with the 
human eye, so here again you must 
rely upon the reputation of the 
printer. 


Fortunately, experienced printers are 
never too far off on competitive 
pricing. Differences will always exist 
on certain items but the over-all 
outlay will not vary to any extent. 
Generally speaking, DeLuxe price 
schedules are competitive, but most 
banks sell DeLuxe checks instead of 
providing them free so their net 
expense is lower. Regardless of the 
savings promised by automation, you 
can’t get away from the fact that “the 
checks you sell cost you nothing.” 










Manufacturing Plants at: 
CLIFTON, PAOLI, CLEVELAND, INDIANAPOLIS, CHICAGO, 
KANSAS CITY, ST. PAUL, DALLAS, CHATSWORTH 
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FENCO Mobile Units keep currency in- 
tact—always SAFE—never leaves the 
unit. Roll to and from vault with ease. 
19 Stock Models. Modern banking 
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* P.K. Locks on Drawers 

* “Spy Proof” Combination Lock on Door 
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... IT’S BANKING’S MOST COMPLETE ELECTRONIC BOOKKEEPING MACHINE 
Yes, from Burroughs electronics: banking’s most complete electronic bookkeeping 
machine. The most complete functionally, too . . . and the most fully automatic, most 
versatile and most compact. Get the detailed story on the unmatched speed, efficiency 
and cost savings that this advanced new electronic taskmaster can bring to your opera- 


tions. Call our nearest branch office. Burroughs Corporation, Burroughs Division, 


Detroit 32, Michigan. 


—Pa Burroughs Corporation 
& “NEW DIMENSIONS / in complete bank automation” 


Burroughs—TM 
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otherwise be accessible to him. 


There is a growing group among 
the boating population known as 
“backyard boaters.’’ This group buys 
boats ranging from small runabouts 
and car-top models to fair-sized 
craft, which are hauled out of the 
water and carried by trailer to and 
from the boat owner’s home. Storage 
in the owner’s garage or yard elim- 
inates the storage and mooring ex- 
pense and greatly reduces the main- 
tenance cost as well, since backyard 
boaters do most of the work them- 
selves. 

Boats are designed in many types 
and styles, each for a_ principal 
specific purpose, although they may 
all be classified in one of eight basic 
designs, from skiffs to cruisers. The 
price may vary from less than 
$250.00 to over $100,000. Instalment 
bankers and dealers receive the great- 
est percentage of requests for financ- 
ing from purchasers of boats ranging 
up to $10,000 in price. Most of the 
purchasers in this group spend about 
as much for a boat and equipment 
as they would for the average new 
car. 


With an industry mushrooming 
in this fashion, too many bankers 
hesitate to step in, while sales finance 
companies display a mounting in- 
terest. Being naturally cautious, 
bankers are reluctant to invest in a 
field where experience figures, though 
favorable, are limited. 


A Fifteen-Year Life Expectancy 


Questions are raised regarding the 
ultimate value of the _ security. 
Actually, a new boat depreciates in 
value over its lifetime at a rate that 
is one-third of that of a new auto- 
mobile. A new car, at the time of its 
original purchase, has an average 
useful life expectancy of five years, 
whereas a new boat, with reasonable 
care and handling, can be expected 
to be in service for fifteen years or 
more, and a great many boats 
actually appreciate in value due to 
improvements and equipment added. 

Boat dealers, brokers and _ sur- 
veyors seem to agree on an estab- 
lished rate of depreciation. The gen- 
erally accepted rate is 25 per cent 
for the first year, and 10 per cent a 
year thereafter until it reaches ap- 
proximately 50 per cent of its orig- 
inal value. From this point on, the 
rate reduces abruptly. 


Complications of documentation 








Interest is not confined to coastal areas. 


is another reason given for avoiding 
this field. There is little basis in fact 
for this objection, since 95 per cent 
of all boats purchased are not eligible 
for documentation. The legal as- 
pects of financing boats are no more 
complicated than the financing of 
automobiles since the law involved 
in lien instruments is the same as 
for any other type of merchandise 
in the respective states. 

How can an interested bank get 
its share of this desirable business? 
The first step, of course, is to de- 
termine how far to go, to establish 
a clear-cut policy. Factors considered 
should cover the amount and type 
of business the bank wants to ac- 
quire, as well as the dealer arrange- 
ments which will be offered. It may 
be decided to start on a limited 
basis, such as setting a maximum 
price range, and the type or class of 





“BANKERS-A-WAY” 


The author has written a 172- 
page technical manual on boat 
financing entitled “Bankers A-Way” 
which, in its original form, was a 
‘thesis prepared for the Graduate 
School of Banking at Rutgers Uni- 
versity, and has been accepted for 
its library. Baker Library at Har- 
vard University has the same volume 
under the title “Financing Privately 
Owned Pleasure Craft.” The great 
interest thus aroused in the subject 
has prompted the author to publish 
the book in quantity, and copies 
are now available at $5.00 each. 





boat to be financed. The majority 
of banks have no limitations beyond 
that of restricting their lending op- 
erations to transactions involving 
the purchase of pleasure craft. A 
few fix limits on the price range of 
the craft they will finance, and the 
highest such limit discovered was 
$50,000, while the average was 
$15,000. 


Use Time-Tested Rules 


Boat financing occupies common 
ground with all other types of in- 
stalment credit. The time-tested 
three ‘‘C’s’’, capacity, character, and 
collateral, remain unchanged. So, 
also, do the considerations usually 
applied in arriving at an appraisal 
of the dealer; his financial stability, 
method of operation, brand of mer- 
chandise and type of clientele. The 
policy established will, of course, 
control the terms. 


There is presently no widely used 
program from which may be taken 
basic elements for the formulation 
of an approximately uniform fi- 
nancing plan such as obtains in the 
automobile field. However, as more 
banks engage in boat financing, 
obtain experience, and exchange in- 
formation, standard features will be 
sure to develop. As with automobiles, 
the principal factors will be equity, 
terms, rate, and floor planning, along 
with an established criterion for 
delinquency and repossessions. 

As for equity, based on the estab- 
lished rate of depreciation, a 25 per 
cent down payment on new boats 
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would seem adequate. A larger down 
payment is warranted on used boats 
and advances on the latter should 
be limited to two-thirds of the cash 
selling price or appraised value, 
whichever is lower. 

There appears to be some dif- 
ference of opinion with reference 
to the maturities permissible on 
new boat financing. Because of the 
extended useful life expectancy of 
the average boat, a thirty-six month 
maturity would not present an undue 
risk. In some banks, maturities on 
new boat loans are governed by the 
amount financed, somewhat as in- 
dicated in the following: 


Under $1,000. 12 
$1,000—$1,500. 18 
$1,501—$2,000. 24 
$2,000—$3,000. 30 
Over $3,000. 36 


Maturities of used boat loans 
could not be established on this 
basis since the prime consideration 
in dealing with this type of security 
must be the age of the vessel. 

Illustrated below is another meth- 
od of fixing maturities in which the 
down payment is the determining 
factor, with the term lengthening 
as the equity increases: 


months 
months 
months 
months 
months 


Equity 
25% 
30% 
35% 
40% 


Maximum Term 
~ 24 months — 
36 months 
42 months 
48 months 


The rates charged should, be based 
on some method of analysis of cost 
and risk involved, rather than by 
competition. In addition to a reason- 
able profit for the bank, those plans 
which include dealer participation 
in the finance charge must have a 
rate high enough to provide for 
the setting up of dealer reserves. 
A popular method for setting rates 
is based on a sliding scale, in which 
the rate varies with the amount 
financed, as indicated in this example: 


Under$500 

$501 to $1,000 
$1,001 to $1,500 
$1,501 to $2,500 
$2,501 to $5,000 5% discount 
Over $5,000 42% discount 


With the exception of a few large 
cities where competition has de- 
veloped, the rates mentioned above 
are not uncommon and meet with 
very little resistance. 
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9% discount 
8% discount 
7% discount 
6% discount 


Another factor to be considered 
in determining policy is whether 
the bank will enter this field on a 
dealer or a direct basis. While direct 
boat financing may allow the bank 
a greater degree of control over its 
policies, rates and volume of busi- 
ness, there are several disadvantages 
which must be considered. 

First, the cost of acquiring any 
given volume of business directly 
would be considerably greater than 
that of obtaining it through dealers. 

Secondly, in the event of repos- 
session, the bank must find a ‘“‘home’’ 
for the boat financed directly, and 
make provision for its delivery and 


a 


cancels 


Magnetically-coded 
checks 


rt 


Punch-card 


storage in a safe place. After title 
has been cleared according to law 
the bank must find a market for 
the boat at a price that will cover 
the unpaid balance of the loan as 
well as repossession, delivery and 
storage charges. 

A third disadvantage of confining 
the lending operation to the direct 
financing of boats lies in the severe 
limitations thereby placed upon the 
area the bank is able to serve, per- 
haps necessitating much greater ad- 
vertising expenditures than would 
otherwise be required to produce 
the desired volume of business. 


(Continued on page 44) 


Samatic 


all 3 permanently 


Conventional 


checks checks 


First Automatic Feed Perforator—400 checks can- 
celled and stacked in sequence every minute! New Cummins 
Cansamatic cancels punch card and magnetically coded 
checks with no interference with further automatic processing 
. . . perforation confined to only three tabulating columns. 
Cansamatic-cancelled conventional paper checks take 30% 
less filing space than checks cancelled by ordinary 


perforators. Get the full facts on this automatic 
cancelling perforator that provides 100% protec- 


tion and control. 


*® | 
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Write for new catalog. 


Cummins 


Cummins-Chicago Corporation 
4740 North Ravenswood Avenue ¢« Chicago 40, Iilinolg 








We’ve Centralized and Updated 
Our Consumer Loan Accounting 


New equipment and revised procedures, says this Penn- 
sylvania banker, have made it possible for his bank’s con- 
sumer credit department to handle a greatly increased volume 
of business without enlarging its personnel. 


By HAROLD H. FOWLER 


Auditor, Western National Bank of York 
York, Penna. 


necessary by the maintenance 

of a complete staff of consumer 
credit personnel at each of our 
three locations presented a problem 
that called for prompt solution. 
A steady trend toward large scale 
automobile financing added an ele- 
ment of urgency to the situation. 
A disproportionately large person- 
nel not only added excessively to 
our pay roll cost, but also added 
unduly to employment and training 
costs. 

So we began work on a plan that 
would enable us to centralize detail 
work and bookkeeping in a single 
office. As a preliminary step in that 
di:cction, we looked around to see 
what others were doing, and com- 
bined the best of their methods 
with some ideas of our own. The 
resulting plan, we believe, will be 
of interest to others confronted with 
the same problem. 


Our revised procedures center on 
the use of the single application 
form shown in Figure 1. A section 
identical to that appearing at the 
top of the form appears on the ledger 
card, index card, and ticklers. 

Applications are accepted at all 
offices. If his application is approved, 
the customer is immediately given 
a check, the amount of which is 
charged to a suspense account on 
the general ledger. All application 
forms are assembled at the Central 
Loan Office on the morning after 
the day they are received. 

The six forms making up the set 
shown at the left of Figure 2 are 
especially designed for use in han- 
dling automobile loans. They com- 


T" duplication of work made 


prise a ledger card, index card, 
dealer notice, insurance advice, in- 
surance tickler, and a title follow-up. 
Until the title is received, the latter 
form serves as a reminder that 
that detail still requires attention. 
A receipt appearing on the same 






form is signed by the _ borrower 
when the title is returned to him. 

Personal, merchandise, and F. H. 
A. loans are recorded on the form 
shown at the right of Figure 2. 
In addition to the ledger card shown, 
this set includes an index card and 
a notice which is sent to the dealer 
for his information. 

After these sets are typed, they 
are sorted by loan classification. 
Dealer loans on merchandise and 
automobiles are sorted by dealer 
control. As the machine (a National 
“Class 32’) completes the schedul- 
ing of loans identified by a given 
branch dealer account number, the 
“‘New Loan Contingency” and ‘‘Deal- 
er Reserve” registers are cleared, 
and the totals shown are posted to 


FIGURE 1 


APPLICATION FOR CONSUMER LOAN 


Married O 
Singke O Wife 


The WESTERN NATIONAL BANK of York 
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Houston — South’s first city in effective buying income 


Th FIRST CITY NATIONAL is a silent partner 


in the progress of the South’s First City 


Houston is the first city in the South in 
effective buying income, which is a sign that 
it is a good city for business, for investment, 
for jobs. 


Houston’s First City National has 
an important part in keeping this a busy, 
prosperous city. It has helped bring much new 
business to Houston; it provides credit for 
solidly expanding industries. 


FIRST Crryv 


Member Federal Deposit Insurance Corporation 


In serving as banker to a wide variety of 
business and industry, First City National has 
developed broad experience and an exception- 
ally well-informed officer staff. 


This experience is at your service, and it 
is one of the “extras” that add value to your 
correspondent relationship. Make the First 
City National in the South’s first city your 
correspondent. 


NATIONAL JBB AAP Fhe OF HOUSTON 


May 15, 1958 


33 












1.93200 
1.93280 





the appropriate ‘Dealers Contin- 
gency” and ‘Reserve’ statements. 
Non-dealer loans, comprising unse- 
cured F. H. A., direct and mer- 
chandise, and auto loans, are posted 
in the same manner. 

At the end of each month, each 
dealer receives the original of his 
Contingency and _ Reserve state- 
ments, and copies are retained as 
the bank’s ledger. 


As the posting progresses, the 


machine accumulates totals of new 
loans, dealer reserves, insurance, earn- 
ings for each branch, and proceeds 
for each branch. When the day’s 
these totals are 


run is completed, 





FIGURE 2 


entered on the general ledger. 


Ledger cards are next sorted by 
cycle date and posted. After all 
loans have been posted by cycles, 
the cycle totals are posted to the 
cycle loan control accounts. 


Payments on any loan, regardless 
of where initiated, may be made at 
any branch office or sent by mail. 
Window machines(NCR Class 2000’s) 
at each branch are used for record- 
ing all payments by type classifica- 
tion. The machines’ audit tapes, 
which show the account number 
and amount received for each classi- 
fication, are sent along with the 
coupons to the central office. Classi- 
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The plan is designed around a National “Class 32” accounting machine. 
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fying payments at point of receipt 
eliminates a sort and adding machine 
listing at the central office. 

Coupons received at the central 
office are sorted by dealer control 
number and listed on an adding 
machine. The accumulated totals 
must equal total payments received. 
Coupons are then sorted by cycle 
and add listed; again, the total 
should agree with the total payments 
received. The coupons are then filed 
in front of their ledger cards, and 
the totals of the various adding 
machine listings are posted to their 
respective control accounts. 


Loans Are Cycle Posted 


All loans are made to fall due on 
one of six dates of the month, the 
5th, 10th, 15th, 20th, 25th, and 
30th. On the sixth day following a 
due date, the coupons are posted 
to the ledger cards. (These six days 
are a period of grace.) 

If a coupon is not in the file on 
the sixth day, the account is given 
a past-due status. Upon discovering 
that the coupon is missing, the 
operator inserts in the machine a 
past-due notice (see Figure 3) on 
which the loan balance, over-due 
amount, late charges, and total now 
due are automatically repeated. The 
name and address of the customer 
are typed in on the same machine. 

The past-due notices are laid aside 
until the posting is completed, the 
cycle is proved, and the coupons 
are tied together and filed away. 
They are then separated and dis- 
posed of as follows: 

@ The original is sent to the customer. 
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How Union Planters National Bank serves up to 


SOO depositors a day... 
on the narrowest lot in Memphis 








A Above—Note how depositors can enter and leave at any 
window without blocking traffic. Building is only 18 feet 
wide at widest point, less than 150 feet long. 


Below—The Mosler “Picture Window” is sleek, modern, 
completely automatic. Operates at the touch of a button. 
It’s draft proof. Money is in view at all times.W 
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“Our Mosler auto-teller installation solves the king-size plague 
afflicting our business...the parking problem”, says Mr. D. N. 
Shepherd, Vice President and Cashier of Union Planters, speaking 
of the Front Street installation. “We’re just a block and a half away 
from one of the most heavily trafficked areas in Memphis. Yet we 
average 400 depositors daily and easily handle twice that on heavy 
days in spite of our extremely limited space.” 


EASY ACCESSIBILITY 


The building was designed by Eason, Anthony, McKinnie & Cox. 
Says Mr. Anthony, “The modified saw-tooth design not only pro- 
vides for concentrated spacing of tellers but also permits free 
movement of depositors at any drive-in window. Our experience 
with Mosler equipment has always been completely satisfactory.” 


MOSLER VAULT DOORS 


Union Planters is the largest bank in its area. Mr. Shepherd reports, 
“We have been using Mosler equipment for years, including 15 
night depositories and 12 big vault doors. Throughout our system, 
Mosler equipment has provided efficient service.” 


When it’s time to remodel or build...why not draw on Mosler 
experience? Ask to see the new Mosler Auto Banking Idea Book. 
Call the Man from Mosler or write to the address below. 


Integrated Banking Equipment by 
THE MOSLER SAFE CO. 


Dept. A, 320 Fifth Avenue, New York, N.Y. 





NOTICE OF PAYMENT RECEIVED 
ON PAST DUE ACCOUNT 


ne 


COLLECTION ADVICE 
ecceent © PAST OVE Pome matte Get cattertan oftert 


The tettowing escount i PAST DUE PAST 
Ns emer 10 collect one payment them mee Maly 


DEALER ADVICE 
CUE eccemats sone ka REPOSSELEON 
nod MPONSEERONS. 





FIGURE 3 


@ The second copy is held until the 
15th day following the due date 
and is then mailed. This notice 
contains advice of the amount 
past due plus late charge. 

@ The third copy is sent to the 
dealer at the same time that the 
second is sent to the customer. 

@ The fourth copy goes to the col- 
lection department. 


@ The fifth copy is a notice of pay- 
ment received and is held in the 
customer’s ledger file. When pay- 
ment is made and the coupon is 
filed, this copy is sent to the 
collection department where it is 
destroyed along with the corre- 
sponding fourth copy. The dealer 
is also notified of the payment. 
What might be called a “con- 

trolled tabulation” device on the 

accounting machine eliminates op- 
erator decision at an important point 
and makes the posting virtually 
foolproof. If the account is not 
past-due, the mach*ne automatically 
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by-passes the late-charge column on 
the ledger card and prints the new 
balances. If the account is past-due 
the machine carriage is automatically 
positioned so that a late charge may 
be entered. Totals are automatically 
retained and printed on the past-due 
notice without forethought on the 
part of the operator. 


The importance of this feature 
can be better understood when it 
is realized that 6000 accounts are 
handled on a single machine. Thou- 
sands of entries must be made, and 
a mechanized system that provides 
control over the individual post- 
ings at the same time that it fur- 
nishes control totals would be very 
much worth while for that reason 
alone. 


Of special significance is the fact 
that we have been able to take 
eare of the substantial increase in 
business that has occurred «during 
the year that our system of. cycle 
posting has been in operation, with 
no increase in personnel and only 
a nominal increase in the number 
of hours worked. In this period we 
have added about 2,000 accounts 
and increased our volume by about 
$600,000. 


Bank Loan Policy . . . 

(Continued from page 22) 
tomers out of their difficulties. Let’s 
shape our policies and decisions in 
such a way as to serve to the utmost 
the interests of the customer, the 
bank, and the community at large. 


To repeat, a loan policy that 
contains the brief formula previously 
stated is adequate to the needs of 
all times and conditions. No change 
is necessary. We need only to con- 
tinue to provide ‘‘all of the credit 
needed by our solvent customers for 
their normal and usual requirements.” 
We must lend with more courage 
than has been required of us in 
recent years, or, perhaps, it’s a 
different kind of courage that is 
needed. A few years ago our need 
was for the courage it took to resist 
and discourage the use of credit 
that would add to inflationary pres- 
sures, whereas our present need is 
for the courage it takes to buck a 
trend in the opposite direction, but 
soundly. 


Our productive capacity has been 
tremendously expanded in 
years, and the rate of consumption 
has been very high. The only way 


recent — 





we can keep the nation’s economy 
sound is to maintain a high rate of 
consumption, and that can be done 
only if the banks will continue to 
support all stages of the manu- 
facturing and distribution processes. 


Banks Can Magnify Trends 

A favorite scrap-book item of 
mine is this quotation from Joseph 
M. Dodge, Chairman of the Detroit 
Bank & Trust Company: “If banks 
lend too freely and unwisely during 
a period of mounting prosperity, 
regardless of its cause, when the 
boom has run its course and prices 
and activities turn downward, banks 
can contribute to the decline by 
forcing liquidation of the good credits 
with the bad credits. In these over- 
simplified terms, it is apparent that 
banks can magnify an excessively 
optimistic or excessively pessimistic 
trend because of the vital part their 


. eredit function plays in the mech- 


anism of the economy.” 


William McChesney Martin’s ob- 
servation of some two years ago is 
still. apropos: “The Federal Re- 
serve’s authority in the field of 
money and credit enables us to 
help in moderating swings in the 
business cycle, but it cannot do 
the whole job. If we depend upon 
the Federal Reserve, or the Govern- 
ment, to protect us from our own 
excesses, then, by the very nature 
of our free economy, we are doomed 
to difficulty and distress. 


“If businessmen and bankers, your 
contemporaries in the business and 
financial world, stay on the sidelines, 
concerned only with making profits, 
and letting the Government bear 
the weight of all the_responsibility 
for the guidance of the economy, 
we shall surely fail. In an economy 
as closely interwoven as ours, there 
is need for a larger vision on the 
part of all.” 


To answer to that need requires 
that we be calm, considerate, tol- 
erant, and patient. It requires that 
we support the economies of our 
respective communities by lending 
the funds entrusted to us in such a 
manner as to maintain as far as 
possible, and with safety to our 
banks, the high level of business 
activity for which we are in part 
responsible. 

For there is ‘‘statesmanship” in 
banking, and it is that quality that 
distinguishes the real banker from 
the mere lender of money. 
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USE NCR PAPER FOR 


CLEANER C 
WITHOUT CARBONS 


All over the country, banks are discovering the amazing features of new 
NCR Paper, recently developed by the research laboratories of The National 
Cash Register Company. Deposit slips and other bank forms made of 
NCR Paper produce cleaner, clearer duplicates without using carbons 
or even any carbonization. 


An ordinary ball-point pen or business machine make clean, easy-to- 
read copies when you use non-smearing NCR Paper. NCR Paper is easy 
to handle, too, because no messy inserts are needed. And with NCR 
Paper duplicates cannot be altered without detection. 


ANOTHER PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, onic 
989 OFFICES IN 94 COUNTRIES 
May 15, 1958 
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no carbon/r equired 
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Have your forms printed on NCR Paper by 
your present forms supplier. You'll be 
pleased by the easy way NCR Paper pro- 
duces multiple copies that are cleaner and 


clearer. Phone your present sup- me 
plier today for further information. ' e. 


*TRADE MARK REG. U. 8. PAT. OFF. 

































































































































































































































































































































































Welcome Variation 


Guaranty Trust Co. of New York, 
in the current issue of its business 
and economic review, The Guaranty 
Survey: 


HE economy is in a twilight 
zone of limited visability. 
Business activity is still head- 

ed downward, but there have 
been indications that the pace 
of decline is moderating in certain 
manufacturing activities and that 
the flow of new orders is slightly 
larger in some industries. The 
change has not been spectacular, 
to be sure, but it is a welcome 
variation from the almost wholly 
bleak pattern of the autumn and 
winter months. 


There is room for honest dif- 
ference of opinion as to the sig- 
nificance of what is happening. 
The mildly altered complexion 
of reports could mean that the 
downtrend has entered its final 
phase and that additional losses 
will be of a minor rather than a 
pronounced nature. But the word 
“could” has to be stressed, for 
the evidence is as yet fragmentary. 


The Inventory Factor 


Roger M. Blough, chairman of 
United States Steel Corp., before 
the annual meeting of stockholders: 


E ALL know that industrial 
production by all indus- 
tries, according to the 

Federal Reserve Board index, has 
declined. And, as expected, this 
resulted in reduced orders for 
steel. But the decline in steel 
production has been much steeper 
than the drop in industrial pro- 
duction. A major reason is, we 
believe, that steel customers have 
not been buying as much steel 
‘as they have been using. We 
estimate that from one-half to 
two-thirds of the decline in steel 
production represents a change 
from inventory building to in- 
ventory reduction. In fact, if 
steel customers had not taken 
substantial quantities of steel from 
their inventories these last 12 
months, it is estimated that the 
steel industry would have been 






CURRENT COMMENT 


able to produce and sell almost 
12 million ingot tons more. 


Consumer Confidence 


The Instalment Credit Commission 
of the American Bankers Asso- 
ciation: 
pomutcr revision and upgrading 
on the part of industry 
with regard to pricing, qual- 
ity and servicing of durable goods 
will go a long way toward re- 
storing consumer - confidence in 
the current business decline. . . 
The consumer at present appears 
to be taking a “debt holiday” 
which, in our opinion, is of tem- 
porary nature. Cash reserves are 
being accumulated as reflected in 
increased savings. These reserves 
will come in mighty handy when 
released to purchase new auto- 
mobiles, appliances, homes, home 
improvement and other goods and 
services. 


But, before the consumer re- 
turns to the market place he 
must be reasonably assured that 
he get his money’s worth for the 
dollars he spends and that our 
economy is, by and large, on a 
sound footing. Because he is in 
a relatively healthy financial con- 
dition is no reason why he should 


‘be taken undue advantage of 


by sellers of merchandise. 


Downside Risk? 


Arthur Wéiesenberger & Co., in 
its current Investment Report: 


EYes though it may be generally 
known that second-quarter 
reports will probably be even 
worse than the generally dis- 
appointing first-quarter results, we 
are inclined to doubt the rather 
common assumption that the stock 
market already ‘discounts’ this 
prospect—-that this factor is fully 
allowed for by present prices. 
No matter how generally expected 
a dividend cut may be, the actual- 
ity almost always brings price 
repercussion in the market. We 
may be fortunate enough to avoid 
materially lower prices, but the 
risks still are on the side of decline. 






‘Agribusiness’ 


Arthur A. Smith, vice president 
and economist of First National 
Bank in Dallas, in his current 
Economic Letter: 


Sper aweee the trend (toward 
larger farms, mechanization 
and greater productivity) 
means that farming will become 
more of a “business” and less of 
“‘a mode of living.’”’ The family- 
type farm, as we used to know it, 
is threatened as farming takes on 
more of the characteristics of a 
manufacturing plant. Recent talk 
about vertical integration is not 
without substance. ‘“Agribusiness”’ 
is becoming a commonly used 
term. As farms become larger 
and more mechanized there will 
be a problem of increased capital. 
In the western corn belt now it 
is estimated that the average in- 
vestment per. farm is $60,000— 
no mean «sum. Financing the 
business'of farming, then, will 
challengé financial institutions, 
farm machinery manufacturers 
and dealers, as well as the farm 
managersthemselves. 


5 Plain Talk 


Marriner ‘S%,Eccles, former chair- 
man of the Federal Reserve Board 
and chairman of First Security 
Banking System, before the Senate 
Finance Committee: 


E MUST recognize that’ future 
inflation cannot be pre- 
vented so long as_ the 

Government is willing to let the 
monopolistic powers of labor organ- 
izations go unchallenged. These 
organizations, which have grown 
immensely in size and power 
(about 25 per cent of the entire 
labor force), must be made sub- 
ject to the anti-monopoly laws 
of Government to which business 
has always been accountable. 
Without such control, there is 
no limit to their demands, all of 
which, in the final analysis, must 
be paid for by the entire American 
public through higher prices. If 
the Government evades this issue, 
it is shirking its responsibility 


‘for the maintenance of a stable 


currency. 
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It was quality performance that carried the 


Ranger to victory in the last America’s Cup races. 


And quality performance is the byword of 
Hanover correspondent service. That is why 700 
of our correspondent banks have been doing busi- 


ness with us continuously for 50 years or more. 


THE HANOVER BANK 


Member Federal Deposit Insurance Corporation 
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Readers Respond to Editorial— 
“Benson Should Stay” 


IF WE could obtain copies of this 
article, we would be glad to dis- 
tribute them with your permission. 
We think it is one of the finest we 
have seen in a long time. We especial- 
ly would like one for our Honorable 
Congressman, Mr. A. L. Miller. 

W.H. Phinney, cashier, The First 
National Bank, Mitchell, Nebr. 


CONGRATULATIONS to you upon 
that fine editorial ‘Benson Should 
Stay” in the March issue. It is a 
fine tribute to a fine man, to a coura- 
geous public servant, and to his chief. 

That Secretary Benson should have 
survived, politically, to this good 
day is a miracle, accomplished only 
through loyalty and support of Pres- 
ident Eisenhower, as your editorial 
states. If that support and loyalty 
continues through the present frenzy, 
then a lot of us can indeed take 
heart that statemanship still exists 
in America. 

Joe A. Clark, vice president, The 
Fort Worth National Bank 


I HAVE just read your editorial in 
the March 15th issue of Bankers 
Monthly regarding Ezra Taft Ben- 
son, and I certainly want to com- 
mend you for this very fine editorial. 
I suppose human nature is like this 
and the reason I think your editorial 
is so good is because I agree with 
it 100%. 

You will probably receive other 
letters, of a derogatory nature, re- 
garding this editorial, and perhaps 
you will find a small amount of 
sustenance in mine. 

F. M. Ganey, president, The First 
National Bank, Great Falls, Mont. 


YOU are so right in your editorial 
on Secretary Benson. 
Walter Seiler, president, The 


Cramer-Krasselt Co. (advertising), 
Milwaukee, Wis. 


YOUR editorial in the March 15th 
issue “Benson Should Stay!’ in- 
trigues us. We take it that you like 
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Mr. Benson because his policies 
have helped maintain stability of 
the dollar. The fact is that he has 
helped maintain stability in the 
cost of living index, but that there 
has been no stability in farm income, 
nor has the dollar been stabilized by 
Mr. Benson’s efforts. I quote from 
the enclosed ‘‘Capper’s” editorial. 


“The stable prices between 1951 
and 1956 in other words were at 
the cost of the farmer?” Oris 
Wells replied: ‘‘Certainly if we 
had not had falling farm prices, 
the price level would not have 
been stable.” To a similar ques- 
tion Wm. McChesney Martin 
of the Federal Reserve Board 
replied: “‘The great shame to 
me. . . was that we kept stabil- 
ity in the dollar from 1953 to 
the early part of 1956 by a de- 
cline in farm prices, which was 
being offset by a rise in manu- 
factured prices... In other 
words, the stability was not 
balanced. It was farm products 
going down, manufactured prod- 
ucts going up, and the net result 
was stability.” 


We urge you to read the Capper’s 
editorial in full, and in this light 
re-read your Henry George quota- 
tion. It does put a little different 
light on it, doesn’t it? 


Agriculture is the victim of un- 
conscionable exploitation, with the 
full knowledge (and consent) of 
Mr. Benson, and the Administration. 
Unfortunately too few editors look 
at the facts. 


V. E. Rossiter, president, Bank of 
Hartington, H&rtington, Nebr. 


iT WAS a pleasure to receive your 
prompt reply to our request for 25 
copies of the editorial, ‘‘Benson 
Should Stay.”’ I think that Mr. Ben- 
son is a man of principle and sound 
judgment, and is certainly doing a 
worth while job. 


Dee M. Harris, farm representative, 
Central Washington Branch, 
Peoples National Bank of Washington, 
Moses Lake, Wash. 


THE PURPOSE of this letter is to 
merely let you know that at least 
one person agrees with your attitude 
100 per cent and although critical 
mail usually outnumbers favorable 
mail, I wanted you to have at least 
one letter of encouragement. It would 
be wonderful if more people would 
see your excellent editorial and heed 
the thought expressed there. 

J. W. McCoy, assistant vice president, 

Bank of America, San Francisco, Calif. 


MAY I express appreciation for 
your inspired editorial ‘“Benson Must 
Stay.” 

Our hope for integrity in the 
people and their Congress rests large- 
ly upon the assimilation and effec- 
tiveness of messages such as yours. 

Ralph J. Mills, president, 
Yonkers Savings Bank, 
Yonkers, N. Y. 


AFTER reading your editorial in 
the current number of Bankers 
Monthly entitled ‘‘Benson Should 
Stay,” I just had to sit down and 
write this letter complimenting you 
on the article. It should have much 
wider circulation. 

Samuel C. Morris, president, 
Long Branch Trust Company, 
Long Branch, N. J. 


I HAVE just read your excellent 
editorial on Secretary of Agriculture 
Benson in the March issue of “‘Bank- 
ers Monthly”. 

If possible, I would appreciate 
it if I could secure 25 or 30 copies 
of this editorial, or receive per- 
mission to have some reprints made. 

H. Rand Petersen, vice president, 


The Shelby County State Bank, 
Harlan, la. 


SUCH things as you have been 
saying should be the things that we 
hear daily from our Government 
leaders and through the vast chan- 
nels of communication to the rank 
and file of the people. We must find 
some way of doing this—to supplant 
the following of the mob with such 


(Continued on page 44) 
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one man may be a whiz in a quiz... but 


it takes a whole panel of experts to pian a bank 


The lone genius may sparkle in an isola- 
tion booth — but when it comes to plan- 
ning a bank, one man can’t know all the 
answers. Today, as banking becomes ever 
more complex, it takes a whole panel of 
experts — all of them specialists in this 
highly technical field — to solve the host 
of intricate problems involved. 


It takes group planning, group exper- 
ience, to eliminate costly guesswork —to 
make sure that every foot of space, every 


design detail contributes to operating 
efficiency, to attracting new customers, 
and to keeping present customers. 

When Bank Building Corporation plans 
and designs your new quarters project, 
you get the teamwork of skilled special- 
ists — operational analysts, designers, 
engineers, cost consultants, construction 
experts — who’ve completed over 3,300 
financial projects. Yet their combined 
services cost you no more! 
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OF AMERICA 
ST. LOUIS, 1130 Hampton Avenue 
NEW YORK « CHICAGO « SAN FRANCISCO «+ ATLANTA e AUSTIN 
Operating Outside the Continental U.S. as: Bank Building Corporation, International » Subsidiary: Design, Inc. 


Bank Building Corporation's 
specialized planning methods 
give you more for your new 
quarters investment! Send 
today for this new brochure 
that documents actual dollar 
savings realized through plan- 
ning. No obligation, of course. 
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call fora plan like this 


Recordak Vital-Record Security Serv- 
ice is designed to get you back into 
business faster if your original records 
are lost through any means 


The chances are you have already taken the 
first step to protect your bank’s future—have 
put your vital records on microfilm. 


Perhaps, for extra protection, you are even 
storing your films in one of the underground 


fortresses where Recordak now offers a unique. 


service—the 
missing link in 
microfilm stor- 
age programs. 


1,000 ft. of 
paper enlarge- 
ments made 
per hour from 
microfilm. 


If your origi- 
nal records are 
lost or destroyed, 
you’ll need 
paper enlarge- 
ments of your 
microfilm negatives before you can start re- 
construction. 


Completely accurate print service. In 
case of need, you are assured of fast 
print duplicates of your vital records. 


Recordak’s new service is designed to give 
you these prints in the shortest possible time 
. . . to save weeks—perhaps even months—in 
resuming operations. 


When you subscribe to this service you re- 
serve the time of high-speed reproduction 
equipment and operating staff — located in 
maximum-security areas—for the re-creation 
of your records if a loss occurs. Contracts can 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming— 
now in its 31st year 


“*Recordak”’ is a trademark 


be for as little as one hour of machine and staff 
time per day. Or as much as 24 hours per day 
on a 7-day week basis. Work will continue at 
this rate until the number of linear feet of vital 
records contracted for have been produced. 


A most im- 
portant feature © 
is that none of the | 
materials used in 4 
this operation is 
considered stra- § 
tegic or critical | 
by the govern- 
ment. And mi- 
crofilm record 
stored in under- 
ground vaults are 
protected against 
contamination 
by atomic radiation, which is something else 
we can’t overlook these days. 


Easy to get started. Mail coupon below for 
more details. There’s no obligation. If you 
wish, a Recordak representative can call... 
advise you on the easiest, most economical way 
to enjoy this low-cost insurance. 


Recordak Reliant Microfilmer with Koda- 
matic Indexing. 


If you already microfilm your vital records, 
you'll find the job is more than half done. 

If not, the Recordak representative can 
advise you about having it done either by 


* Recordak or by your own personnel. Recordak 


has full range of microfilmers for this operation. 
Among these the new Recordak Reliant Micro- 
filmer with Kodamatic Indexing offers high- 
speed microfilming with the added advantage 
of indexing your records directly on the film. 


RECORDAK CORPORATION 

415 Madison Avenue, New York 17, N.Y. 
Vital-Record Security Service 5-5 

Name Position, 


Bank 


City es State__ 


Gentlemen: Please send me more details on: Recordak 
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direction as your editorials attempt 
to provide. 

I wish to assure you that as a 
small town country banker, I know 
beyond any question that the ma- 
jority of the people in their own 
hearts believe in the same things 
that you have been expressing and 
which I here attempt to endorse. 
Given the proper kind of leadership, 
our people will line up pretty well. 
Regardless of how adverse the trend 
has been, we must not lose hope. 
Whether we win or not may not be 
important—we must continue to try. 
That I think is exactly what you 
are doing. Carry on! 

R. B. Will, president, The Vinton 

County National Bank, McArthur, Ohio 


Pleasure Boating . . . 
(Continued from page 31) 

Dealer financing, on the other 
hand, has much to recommend it 
as a means of effecting a rapid 
build-up of volume. As in the case 
of automobiles and various types 
of equipment, the plan adopted may 
include provisions for full recourse, 
non-recourse, or repurchase. 

The writer favors some form of 
repurchase agreement since this ar- 
rangement offers more mutual bene- 
fits. The dealer profits by his par- 
ticipation in the finance charges, 
which also affords protection against 
losses to both the dealer and the 
bank. He is amply compensated for 
his part in originating the trans- 
actions, and at the same time has 
a ready market for his paper. 

A well-rounded marine program 
should include floor planning. Whole- 
sale advances are generally limited 
to 90 per cent of the net cost, after 
deduction of any manufacturer’s 
discount. In addition to the equity 
thus established, the dealer is usually 
required to pay the freight charges. 
Floor planning low and medium 
priced boats should present no prob- 
lem to the average lender, but it 
may be well to modify the plan in 
respect to larger, more expensive 
vessels by restricting the service 
to boats on which the dealer has 
firm sales orders. 

The plans in general use call for 
wholesale curtailments of 10 per 
cent 90 days after date of acquisi- 
tion, 10 per cent per month there- 
after, and full liquidation in six 


months of the advance against any 
given item. In northern states it 


da 


may be necessary to so adjust the 
curtailment schedule as to enable 
the dealer to take advantage of 
discounts offered in September and 
October and carry the merchandise 
thus acquired through until Spring. 


What does the future hold for 
marine financing? It could con- 
ceivably become a factor of some 
importance in our national economy. 
There is already a great need for 
marine service stations, docking, 
launching and mooring facilities, as 
well as marinas, with which to 
service the boats now in use. The 
boating population is increasing at 
a much faster rate than are the 
facilities needed for its accommoda- 
tion. 


Much Information Available 


Much free information and many 
free services are available to banks 
for their use in developing a marine 
lending program. The marine fuel 
companies offer booklets on many 
phases of boat operation and main- 
tenance as well as charts and travel 
information similar to. that pro- 
vided by auto touring services. The 
National Association of Engine and 
Boat Manufacturers has prepared 
helpful advertising material. The 
United States Power Squadrons offer 
free courses of instruction on all 
phases of boat operation and main- 
tenance. The National Association 
of Marine Dealers has recently com- 
piled and distributed a Used Boat 
Guide which will help eliminate 
some of the problems involving ap- 
praisal and value. 


There are presently no facilities 
for recording liens on titles to un- 
documented boats, as the Coast 
Guard’s responsibility is limited to 
numbering. A bill is now under con- 
sideration in Washington which will 
set up procedures for recording liens 
on Bills of Sale. If it is passed, it 
will be of invaluable assistance to 
lenders. 

Complete insurance coverage, of 
course, is a must, and it is readily 
obtainable at reasonable cost. 

The need for adequate financing 
in this steadily expanding field is 
great, and any bank choosing to 
enter it will find that competition 
is practically nonexistent. A marine 
lending program can be made as 
safe and profitable as any other. 
Recreational boating, like the auto- 
mobile, is here to stay! 








New Books, Analyses 





RAND McNALLY INTERNATIONAL BANK- 
ERS DIRECTORY. First 1958 Edition. 
More than 2,600 pages. $32.50. 
Bank Publication Division, Rand 
McNally & Co., P. O. Box 7600, 
Chicago 80.—Complete current list- 
ing of all banks in the U.S. and 
Free Foreign World; selected list 
of investment bankers and brokers, 
plus a wide range of general in- 
formation relating to the financial 
community. 


MAJOR TENDENCIES IN BUSINESS Fi- 
NANCE. Prepared by the Research 
Department of the National Associa- 
tion of Manufacturers, 2 East 48th 
St., New York 17.—Plant and equip- 
ment, inventories, receivables, liquid 
asset holdings, internal sources, bor- 
rowing and new stock issues. 


LONG TERM CORPORATE BOND EX- 
PERIENCE. American Bankers Asso- 
ciation, 12 East 36th St., New York 
16.—Review of the findings from the 
“Corporate Bond Quality and In- 
vestor Experience’ report of the 
National Bureau of Economic Re- 
search. 


SAVINGS AND LOAN ASSOCIATIONS. 
Prepared by the Research Council 
of the American Bankers Associa- 
tion. 61 pages. $1. ABA, 12 East 
86th St., New York 16.—Facts on 
the development of savings and 
loan associations in recent years. 


BANK TELLERS’ HANDBOOK & GUIDE. 
By John B. Hitchins. 155 pages. $6. 
Bankers Publishing Co., 89 Beach 
St., Boston 11.—Based on 30 years 
experience in the tellers’ department 
of the First National Bank of Boston. 


THE OVER-THE-COUNTER SECURITIES 
MARKETS. By Irwin Friend, Willis J. 
Winn and G. Wright Hoffman. 490 
pages. $12.50. McGraw-Hill, 327 
West 41st St., New York 36.—Com- 
prehensive picture of the structure 
and operation of the unlisted securi- 
ties markets. 


MODERN BANKING FORMS. Edited by 
Thor W. Kolle, Jr. 980 pages. The 
Banking Law Journal, Boston.— 
Contains 450 forms, covering nearly 
all phases of bank and trust opera- 
tions. 
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FEDERAL LENDING AND LOAN INSUR- 
ANCE. By R. J. Saulnier, Harold G. 
Halcrow and Neil H. Jacoby. 566 
pages. $12. Princeton University 
Press, Princeton, N. J.—Review and 
analysis of Government credit-grant- 
ing and related activities in all sec- 
tors of the economy since 1917. 


GARDNER-DENVER CO. Investment 
Research Department, A. G. Beck- 
er & Co., Inc., 120 South LaSalle 
St., Chicago 3.—Field report. 


HANDLING FARMS AND RANCHES IN 
TRUST. Trust Division, American 
Bankers Association, 13 East 36th 
St., New York 16. 34 pages. 35 
cents to ABA-member banks. 


AN INTRODUCTION TO PENSION 
PLANS. National Association of Bank 
Auditors & Comptrollers, 28 South 
Dearborn St., Chicago 3. $4 ($2 to 
NABAC-member banks).—Based on 
an analysis of the pension plans in 
197 banks. 


THE FINANCIAL CHALLENGE TO THE 
STATES. Tax Foundation, Inc., 30 
Rockefeller Plaza, New York 20 
48 pages.—Analysis of state fiscal 
developments, 1946-57. 


PREPAREDNESS PROGRAM FOR EMER- 
GENCY OPERATIONS IN BANKING. 
Banking Committee on Emergency 
Operations, 200 Madison Ave., New 
York 16. 50 cents per booklet.— 
“Organization and Administration 
of the Program in Your Bank” 
(Booklet No. 1), ‘‘Personnel Pro- 
tection” (No. 2), “Continuity of 
Management and Alternate Head- 
quarters” (No. 3), ‘Physical Prop- 
erties’ (No. 4). 


THE VALUE OF TELEVISION AS A 
MEDIUM FOR BANK ADVERTISING. 
By Granville S. Carrel, vice presi- 
dent of The First National City 
Bank of New York. 28 pages. $1. 
Financial Public Relations Asso- 
ciation, 231 South LaSalle St., 
Chicago 4. 


A STUDY OF BANK ADVERTISING 
ACCOUNTING METHODS. By Sam F. 
Di Cara. 20 pages. $1. Financial 
Public Relations Association, 231 
South LaSalle St., Chicago 4.— 
Outlines a simple accounting system 
designed to keep track of expen- 
ditures according to both adver- 
tising medium and service adver- 
tised. 
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Use Field Warehousing For 


Loans Against Inventory 


Whether your customer’s 

inventory is in a yard, on shelves 

or in tanks ... or whether 

it is on the premises of the borrower 
or his distributor—a field warehouse loan 
against it may be the answer to 

supplying additional credit. 

Our pioneer experience, complete facilities, 
and warehouseman’s know-how combine to 
eliminate all problems of inventory control. 
We supply monthly stock and value reports on 
schedule, backed by a record 
of unquestioned bailment. 
Let us give you the full factual story of our 
modern method of Field Warehousing. A call or 
the coupon will bring a representative qualified 
to review any inventory situation. 


NEW YORK TERMINAL 
WAREHOUSE COMPANY 


25 SO. WILLIAM ST., N.Y. 4, N.Y. 
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NEW YORK TERMINAL WAREHOUSE CO. 


25 South William Street, New York 4, New York 
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Western Pennsylvania National Bank, 
McKeesport: The promotions of LUCAS 
E. FINNEY to vice president, ARCHIE 
W. MABON to assistant vice presi- 
dent and DANIEL R. GRAUE to as- 
sistant cashier were recently an- 
nounced. 


First National City Bank of New York: 
ERNEST W. REDEKE, formerly vice 
president, has been appointed comp- 
troller succeeding RALPH H. THOMSON 
who has retired. 

















E. W. REDEKE R. M. DAANE 

Fort Wayne (Iind.) National Bank: 
RUSSELL M. DAANE, formerly vice 
president of the Daisy Manufac- 
turing Company of Plymouth,Mich. 
has joined the bank as a vice presi- 
dent. 


E. F. Hutton & Co., New York: RICHARD 
B. FANT has joined this investment 
banking and brokerage firm as a 
general partner in charge of the re- 
search department. Mr. Fant will 
also direct the firm’s institutional in- 
vestment services. He was formerly 
an assistant vice president of the 
Savings Banks Trust Co. 


Australia and New Zealand Bank Ltd., 
Melbourne: RONALD ELLERY, manager 
of the International Banking De- 
partment is at present visiting the 
United States, Canada and Mexico. 


R. B. FANT 





RON ELLERY 
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R. DAVIDSON 


A. G. RANDT 


The Hanover Bank, N. Y.: RAYMOND 
DAVIDSON has been elected a vice 
president and will join the London 
City office. He was formerly as- 
sistant general manager of Martins 
Bank, Ltd. 


Central National Bank, Cleveland: 
ALVIN G. RANDT has been elected 
a vice president and FRED W. BRUSH 
and JACK J. LUTTNER assistant vice 
presidents, according to a_ recent 
announcement. 


McDonald & Co., Cleveland: ROBERT L. 
HAYES, THEODORE L. BAILEY and 
GORDON S. MACKLIN, JR., have been 
admitted as general partners in this 
investment banking and brokerage 
firm. 


American Broadcasting-Paramount 
Theatres, Inc., New York: S IM ON B. 
SIEGEL, financial vice president and 
treasurer, has been elected a director. 


Bankers Trust Co., N. Y.: Previously as- 
sistant vice presidents, JAMES K. 
CAMPBELL and JOSEPH R. MCLEES, 
both associated with the Mid-At- 
lantic and New England areas, 
have been named vice presidents. 
The election of GORDON L. BISHOP 
to assistant trust officer, THOMAS 
C. MILLER to assistant treasurer 
and RANDOLPH F. ROGGE to as- 


sistant secretary was also announced. 





J. K. CAMPBELL J. R. MeLEES 


Chemical Corn Exchange Bank, N. Y.: 
W. ROBERT MOORE and HUGO HEUER- 
MANN have been appointed assistant 
vice president and assistant sec- 
retary, respectively. 


Bank of America, San Francisco: 
Promotion of DON A. BEECHER to 
vice president was recently an- 
nounced. He will be in charge of 
the northern California activities 
of the corporation and Bank Re- 
lations department. At the same 
time LLOYD R. CRIDER was named 
an assistant vice president and 
FRANK J. COLLUM a trust officer, 
both in the head office. 





L. R. CRIDER 


J. A. VOLPE 


The National Shawmut Bank of Boston: 
JOHN A. VOLPE, president, John A. 
Volpe Construction Company of 
Malden, Mass. and Washington, 
D. C., has been appointed to the 
board of directors. 


Fidelity Trust Co., Pittsburgh: JOHN D. 
BESWARICK, manager of the bank’s 
suburban Bloomfield office, w as 
elected a vice president. 


Bank of St. Lovis: Four newly elected 
vice presidents are: DANIEL S. HAPKE, 
EARL W. WEAVER, PAUL P. KEIM 
and OTTO E. KEY, the latter three 
having been promoted from assist- 
ant vice presidents. Mr. Hapke, 
also the bank’s cashier, was elected 
vice president and general counsel 
for General Contract Corporation 
of which the bank is a subsidiary. 





D. S. HAPKE Oo. E. KEY 
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Banker Paul Fleming and Purina Dealer Marion Beach 
see a bright future for agriculture in Jersey County. 


BANKER BUILDS VOLUME 
THROUGH PURINA DEALER 


‘While we make many loans 
direct to farmers,” says Presi- 
dent Fleming of The State Bank 
of Jerseyville, Illinois, ‘‘a con- 
siderable volume of profitable 
rural business has come to us 
through our local Purina Dealer 
here in Jerseyville, the Beach 
Grain Company. And our 
charge-offs on rural loans in the 
last ten years have been prac- 
tically nil.” 


The Beach Grain Company has 
helped much to add to the 
bank’s volume by introducing 
new customers to the bank... 
by recommending farmers for 
loans... by discounting rural 


pa er...by attracting rural 
olks to trade in Jerseyville... 
by helping farmers keep in- 
formed on new and more profit- 
able ways to manage livestock. 


The bank finds that it can rely 
upon the dealer’s recommenda- 
tion of loan-seeking farmers and 
believes that such paper is much 
better because of the dealer’s 
close work with farm folks. 


* * * * 


The Purina Dealer in yourtownisa 
good man to know. He can prove 
to be one of your best customers 
and a source of new business 
for you and for the community. 


NV 


Nah TH 


PURINA... your PARTNER IN SERVING ANIMAL AGRICULTURE 
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Continental Illinois National Bank & 
Trust Co. of Chicago: Heading a num- 
ber of promotions are those of MEL- 
VILLE A. POWELL and ALVAN E. 
WILSON to vice president. Advanced 
to second vice president were: 
WAYNE M. ALLEN, ROBERT W. BALTZ, 
ALFRED F. MIOSSI, VICTOR L. BED- 
INGFIELD, ROBERT H. CLEMENTS, 
WILLIAM M. EDENS and CHARLES 
W. GALEZIO. Other appointments 
include that of LEONARD A. LESCHER 
to trust officer, LEO B. ENGEMANN 
to assistant comptroller, HARVEY 
B. STEVENS to assistant secretary, 
and the following assistant cashiers: 
ELMER C. OSHER, ROBERT 0. SWAN- 
SON, JAMES STENSON, CHARLES F. 
GORE and GAIL M. MELICK. 


Carl M. Loeb, Rhoades & Co., New York: 
GLENN D. THOMPSON has joined the 
sales department of this investment 
banking and brokerage firm. Mr. 
Thompson was formerly associated 
with Chemical Corn Exchange Bank 
and more recently with Drexel & 
Co. 


Kidder, Peabody & Co., New York: 
JOSEPH VOSTAL has been appointed 
manager of the firm’s municipal bond 
department and FRANCIS P. GALLA- 
GHER has been named municipal bond 
consultant. In another change, JOHN 
A. HOFF was appointed general sales 
manager, New York. 


The Chase Manhattan Bank, N. Y.: 
A member of the staff since 1947, 
and assigned to the Grand Central 
branch in 1948, WILLARD C. BUTCHER 
has been designated a vice presi- 
dent. He will succeed G. KELLOGG 
ROSE, JR., vice president, as officer 
in charge of the branch when Mr. 
Rose retires later this year. 





J. H. JEBSEN 


ALBERT ROEDER 


Manufacturers Trust Co., N. Y.: 
Two newly announced appointments 
are those of J. H. JEBSEN and ALBERT 
ROEDER to assistant vice’ presiden- 
cies. Mr. Jebsen is in charge of the 
bank’s representative office in Frank- 
furt am Main, Germany, and Mr. 
Roeder is assigned to the pur- 
chasing and maintenance division 
of the general services department. 


Citizens National Trust & Savings Bank 
of Los Angeles: President of the Pa- 
cific Wire Rope Co., EMERSON SPEAR 
was recently elected to the board 
of directors. 

Nine promotions include those 
of RUSSELL C. EIKENBERRY, ROBERT 
H. SOMMERS, CEDRIC LA MARR, W. 
J. POLLARD and RICHARD K. WARD 
to assistant vice presidents. Pro- 
moted to assistant cashiers were 
CLARENCE F. FUSHER, FLOYD E. HILL 
and GORDON SMITH. THOMAS HAR- 
RIGAN was named manager of the 
real estate loan department. 


First National Bank of San Jose, Cal.: 
According to a recent announce- 
ment, S. W. EWERS has been ele- 
vated from assistant vice president 
to vice president; EVERETT S. CLARK, 
THOMAS L. EMORY, JR., MEL ES- 
LINGER, JOHN G. GLAROS, RICHARD 
P. LYNN and JAMES E. REID, JR. 


INTER-COUNTY TITLE 
GUARANTY AND MORTGAGE COMPANY 


Yesterday's doubt is made today’s 
certainty with 
TITLE INSURANCE 


OFFICES IN 16 CITIES: 


NEW YORK, NEW JERSEY, CONN., 
MASS., MARYLAND, OHIO, 
INDIANA, FLORIDA, DELAWARE, 
KENTUCKY, VIRGINIA, WEST VA. 
AND DIST. OF COLUMBIA 





NEW YORK CITY OFFICE . 
111 BROADWAY, N. Y. 6, N. Y. 
BArclay 7-2700 


Thomas H. Quinn, President 






from assistant cashiers to assistant 
vice presidents; and COY P. MILLER 
and MERLE D. COURSON to assistant 
cashiers. 


Republic National Bank of Dallas: 
CECIL M. HIGGINBOTHAM, who has 
widespread business and civic ‘in- 
terests in Dallas and the Southwest, 
was recently elected a director. 


BYRON R. SMITH returns to Re- 
public as a vice president. He 
joined the staff of the Second Na- 
tional Bank of Houston (now the 
Bank of the Southwest) and served 
as vice president until 1957, when 
he became president of the First 
State Bank of Celina, Texas. 


The Cleveland Trust Company 
WALTER S. RAISSE has been elected 
an assistant treasurer, succeeding 
J. F. L. FITZGERALD, who retired 
last month. In 1920 Mr. Raisse 
joined the old Lake Shore Bank 
which later merged with Cleveland 
Trust. 


Fidelity Trust Company, Pittsburgh: 
Formerly manager of the industrial 
department of Moody’s Investors 
Service in New York, CHARLES N. 
BERENTS has been elected an as- 
sistant vice president. 


Gary (Ind.) National Bank: A week 
long celebration in recognition of 
the bank’s 50th anniversary in- 
cluded a dinner for employees, of- 
ficers and directors, a special tabloid 
section of the local newspaper and 
an Open House. 


Guaranty Trust Co. of New York: 
Included in a number of official 
changes were the promotion of 
RALPH F. LEACH, to vice president 
and treasurer, and that of STUART 
K. BARNES, to vice president and 
secretary. Named vice presidents 
were BENSON BLAKE, CHARLES A. 
CLEVELAND, G. KENNETH CROWTHER, 
PAUL J. O’NEILL, H. CLIFTON WHITE- 
MAN III, 0. JOHN BETZ, JR., KARL 
R. HENRICH, WILLIAM C. EISEMAN 
and JOHN D. RIPPE. Newly promoted 
second vice presidents are WILLIAM 
J. BYMAN, WILLIAM S. CLOUGH, JR., 
ROBERT M. HILL, WILLIAM E. BENSEL, 
RODERICK M. MACDOUGALL, and 
RAYMOND C. WHITE. JOHN M. PORGES 
and ROBERT J. WYNN have been 
appointed assistant secretaries, and 
HARRY E. HAIR and WILLIAM Q. 
HARTY, assistant treasurers. 
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The First National Bank of Chicago: 
JOSEPH DVORAK, JR. has been elected 
an assistant cashier in the bond 
department. 


Seattle-First National Bank: ALBERT L. 
MCALLISTER has been advanced to 
assistant cashier and was transferred 
from the Industrial branch to the 
Main office where he will be a 
loaning officer. 


CORPORATE 
CHANGES 


H. R. SILVERMAN WILLIAM FEICK, JR. 


James Talcott, Inc., New York: HERBERT 
R. SILVERMAN was elected president 
of this commercial financing and 
factoring firm to succeed James Tal- 
cott, who continues as chairman and 
chief executive officer. Three other 
executive changes were announced at 
the same time: HOOKER TALCOTT and 
EMANUEL P. LEWIS became vice chair- 
men and continue as secretary and 
executive vice president, respectively; 
HARVEY M. KELSEY, JR., was elected 
treasurer and continues as a vice 
president. 


The Flintkote Co., New York: WILLIAM 
FEICK, JR., was elected a vice presi- 
dent of this producer of building 
materials, will also continue as treas- 
urer. Prior to joining Flintkote in 
1958, Mr. Feick was an official of 
Crocker-Anglo National Bank. 


Caspers Tin Plate Co., Chicago: GEORGE 
I. DANIELS, vice president of City 
National Bank & Trust Co. of Chi- 
cago, was elected a director of this 
metal lithographing and coating com- 
pany. 


Ward Baking Co., New York: DAVID 
COLEMAN, senior partner in the New 
York Stock Exchange firm of Cole- 
man, Fagan & Co., has been elected 
chairman of the executive committee. 
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The Murray Co. of Texas, Dallas: 
BEN H. WOOTEN, president of First 
National Bank in Dallas, has been 
elected a director of this manufac- 
turer of cotton ginning and cotton 
seed oil mill machinery. 


Yale & Towne Manufacturing Co., 
Stamford, Conn.: ELMER F. FRANZ was 
named a vice president, will also 
continue as treasurer. 


Norris-Thermador Corp., Los Angeles: 
JAMES D. WILLSON has been elected 
vice president-finance, treasurer and 
a director. Mr. Willson formerly was 
vice president-finance of O. A. Sut- 
ton Corp. 


Pfeiffer Brewing Co., Detroit: GILBERT 
E. DELANEY was elected to the dual 
office of secretary-treasurer. 


Intercontinental Hotels, New York: 
CHARLES W. NEILSEN has been elected 
treasurer of this Pan American World 
Airways subsidiary. He formerly was 
chief financial officer and a director 
of Minerals & Chemicals Corp. of 
America. 


Westinghouse Air Brake Co., Pittsburgh: 
LAWRENCE E. WALKLEY was elected 
treasurer, also continues as a vice 
president. 


BRIEFS 


Graduate School of Banking 
Strengthens Curriculum 


Recommendations looking toward 
the improvement of both resident 
sessions and the extension work of 
the ABA’s Graduate School of Bank- 





ing were adopted at an all-day 
faculty meeting recently held at 
New York’s Columbia University 
Club, with Dr. E. Sherman Adams, 
director of the School, presiding. 
As a result, there will be an increase 
in the number of elective lectures 
and small discussion groups during 
the two-week session of the School 
at Rutgers University June 9-21. 
Tried out on a modest scale last 
year, they have now become an 
integral part of the School curriculum. 

Recommendations for upgrading 
the School’s extension work were 
presented by Eugene C. Zonn, Jr., 
deputy manager and director of 
research of the ABA’s staff, who 
headed a special committee appoint- 
ed to make a thorough study of the 
subject. The committee proposed 
closer integration of extension work 
with other parts of the curriculum; 
the adoption of uniform criteria for 
grading extension problems; appli- 
cation of a point system both to the 
extension work and to the thesis, 
which is a part of the School’s re- 
quirement for graduation; and pro- 
vision for student choice among a 
variety of problems. It was also 
recommended that the School’s ex- 
tension work be placed under the 
direction of a permanent committee 
or director of extension work. These 
recommendations met with the en- 
thusiastic approval of the faculty. 


Dr. Adams announced that the 
recommendations made in the com- 
mittee’s report would be put into 
effect as rapidly as possible. ‘‘The 
implementation of this report,’ he 
commented, ‘will constitute one of 
the most significant things we have 
done in our over-all program of 
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of Our Customers’ Business’”’ 











hear a word you say. 
noises it improves hearing. 


Write for literature. 








T* becomes evident when visitors observe that your ‘phones 

are equipped with Hush-A-Phones. Private telephone dis- 
cussions between bonkers and their clients never become public 
when your telephones are equipped with Hush-A-Phones. 


The Hush-A-Phone is a scientifically designed phone silencer, 
weighing but 5 oz. that snaps on the transmitter of your phone ond 
provides complete privacy of phone conversation. Even those seated at your desk cannot 


The Hush-A-Phone also prevents phone talk annoyance—dquiets the office; midst vurrounding 


Thousands of executives are using the Hush-A-Phone and bonkers are especially enthusiastic. 
Available in colors. Use permitted by F. C. C. ruling. 


HUSH-A-PHONE CORP. és madison Avenue, New York 16, N.Y. 















upgrading the entire Graduate School 
of Banking curriculum.” 

As part of the educational ob- 
jectives of the Graduate School pro- 
gram, the special committee which 
studied and recommended strength- 
ening of the extension work said: 
“*We see the function of the extension 
work as threefold: (1) to implement 
the vocational phase of the curricu- 
lum by broadening the student’s 
specific knowledge of factual infor- 
mation about banking in general 
and banking problems and_tech- 
niques; (2) to develop capacity for, 
experience in, and understanding of 
management judgment and decision- 
making; and (3) to provide a vehicle 
through which student accomplish- 
ment can be required and evaluated.” 





A. W. SCOTT 


G. T. STEPHENSON 


Two veterans, active in the school 
at its inception in 1935, will again be 
working together as members of 
this year’s faculty. They are Austin 
W. Scott, professor at the Harvard 
School of Law, and Gilbert T. Ste- 
phenson, who was director of the 
School’s Trust Research before his 
retirement in 1951. Previous to his 
retirement from active banking, Mr. 
Stephenson was vice. president of 
the Equitable Trust Company, Wil- 
mington, Del. 


FPRA School to Emphasize 
Communications 


The recently issued catalog of the 
School of Financial Public Relations 
shows the addition of four new 
courses, three of them in the field 
of communications. The 11th resi- 
dential session of the School will be 
held July 7-19 under the sponsorship 
of the FPRA in co-operation with 
Northwestern University. 


A new five-hour freshman course 
in ‘Semantics,’ is described as ‘a 
practical analysis of language habits 
which lead to conflict, confusion, 
misdirection, prejudice,” and _ the 
“development of methods of accuracy 
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and precision in language use.” A 
two-hour freshman course will deal 
with “Fundamentals of Communi- 
cations,” and will consist of a clinical 
case analysis and evaluation of the 
effectiveness of students’ style and 
patterns of communication. ‘“Com- 
munication Techniques,’ a _ three- 
hour senior course, deals specifically 
with methods and problems in bank 
communications. A second new senior 
course will be devoted to ‘Com- 
munity Relations.”’ 

In addition to information re- 
garding the school’s curriculum and 
faculty, the catalog carries a list of 
the 299 projects completed by grad- 
uates. A complete file of these projects 
is maintained at the FPRA’s central 
office for the use of its members. 

Copies of the catalog may be 
obtained by writing the Financial 
Public Relations Association, 231 
S. LaSalle Street, Chicago 4, IIl. 


Making Study of 
Church Financing 


Hank Watkins and Associates, 
church finance consultants, are pres- 
ently engaged in an exhaustive study 
of the various aspects of church 
financing by banks. It is the object 
of this study to develop a compre- 
hensive body of information for the 
use of churches and banks as a 
reference source. It will be designed 
to help churches to better under- 
stand the factors involved in bank 
financing, and to help banks analyze 
and appraise the debt-paying ca- 
pacity of our churches. : 

The study will also seek out the 
reasons for the relatively poor credit 
standing of churches, and will probe 
deeply into the area of banks’ at- 
titudes and viewpoints on the sub- 
ject. To this end, an attempt will 
be made to uncover the origin of 
the church-shy attitude of many 
loan officers, and to develop an ac- 
curate historical summary of bank- 
ing experience with church loans. 

The study will attempt to estab- 
lish standards by which the financial 
ability of churches and their debt- 
paying capacity can be measured. 
Specific information is being sought 
from banks on the following points: 

1. What are the criteria applied 

in evaluating applications for 
loans, proceeds of which are to 
be used in financing 

a. Building and expansion needs? 
b. Operative needs? 

c. Other needs? 
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2. What procedures and methods 


are 


such loans? 


. What is considered a satisfactory 
ratio of debt to total construc- 
tion costs? 


. What has been the repayment 
record of churches, particularly 
during the depression of the 
1930’s. Number of defaults? How 
resolved? 


5. Please comment on the com- 
munity’s reaction to any church 
foreclosure to which your bank 
or a neighboring bank was a 
party. What about the reaction 
of the church’s congregation? 


currently followed in making 


In the interest of improved church- 
bank financial relationships, readers 
are invited to send their information 
and inquiries to: Hank Watkins & 


Associates, 4326 Larkspur Terrace 
Decatur, Ga. 


CALENDAR OF EVENTS 


American Bankers Association 


June 
Sept. 
Oct. 
Nov. 
Nov. 


State 


May 
May 
May 
May 
May 
Moy 
May 
Moy 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
July 

Oct. 
Oct. 
Oct. 
Oct. 
Nov. 


2-6—American Institute of Banking, Muehlebach Hotel, Kansas City, Mo. 
21-24—Eighty Fourth Annual Convention, Chicago 
9-10—Western Regional Trust Conference, Statler Hotel, Los Angeles 
6-7—Mid-Continent Trust Conference, Statler Hotel, St. Louis 
17-18—National Agricultural Credit Conference, Sheraton-Fontenelle, Oma'a, Nebr. 


Associations 


16—17—South Dakota: Lawler Hotel, Mitchell 
16-20—Maryland: Claridge Hotel, Atlantic City 
19-—21—~Mississippi: Buena Vista Hotel, Biloxi 
20-21—~Arkansas: Arlington Hotel, Hot Springs 
21-23—New Jersey: Chalfonte-Haddon Hall, Atlantic City 
23-24—New Mexico: Hilton Hotel, Albuquerque 
25-27 —California: Fairmont Hotel, San Francisco 
25-28—Pennsylvania: Chalfonte-Haddon Hall, Atlantic City 
1—3—Oregon: Eugene Hotel, Eugene 
4-5—ndiana: French Lick-Sheraton, French Lick 
4-8—District of Columbia: The Homestead, Hot Springs, Va. 
5-8—South Carolina: Ocean Forest, Myrtle Beach 
6-7—Connecticut: Equinox House, Manchester, Vt. 
8—11—Idaho: The Lodge, Sun Valley 
10—11—~Minnesota: Radisson Hotel, Minneapolis 
11-—13—WNew York: Lake Placid Club, Lake Placid 
12-14—Wyoming: Plains Hotel, Cheyenne 
12—14—Vermont: Equinox House, Manchester 
15—17—Washington: Empress Hotel, Victoria, B. C. 
19-20—Colorado: Hotel Colorado, Glenwood Springs 
19-—21—WMichigan: Grand Hotel, Mackinac Island 
19-21—Montana: Many Glacier Hotel, Glacier National Park 
19-21—-Virginia: The Homestead, Hot Springs 
20-21—New Hampshire: Wentworth-By-The-Sea, Portsmouth 
20-21—Utah: Union Pacific Lodge, Sun Valley, Idaho 
20-22—WMaine: Poland Spring House, Poland Spring 
23-—25—Wisconsin: Schroeder Hotel, Milwaukee 
24-26—West Virginia: The Greenbrier, White Sulphur Springs 
12-13—WNebraska: Cornhusker Hotel, Lincoln 
17—18—New Hampshire: Mountain View House, Whitefield 
19-21—Kentucky: Brown Hotel, Louisville 
19-—22—owa: Fort Des Moines Hotel, Des Moines 
13—15—-Arizona: Pioneer Hotel, Tucson 


Other Associations 


May 
May 
Moy 
Sep. 
Oct. 


Nov. 
Nov. 
Nov. 


19-22—WNational Federation of Financial Analysts Societies, Hotel Statler, Los Angeles 
19-—21—NABAC Eastern Regional Convention, War Memorial Auditorium, Rochester,N.Y. 
26-28—NABAC Western Regional Convention, Multnomah Hotel, Portland, Ore. 
28- Oct. 2—Financial Public Relations Association, Sheraton Hotel, Philadelphia 
6-9—National Association of Bank Women, National Convention, Atlanta Biltmore, 
Atlanta 
3-5—NABAC Annual Convention, Statler-Hilton Hotel, Dallas 
3-6—Mortgage Bankers Association, Conrad Hilton Hotel, Chicago 
30—Dec.5—nvestment Bankers Association, Americana Hotel, Miami Beach, Fla. 


Schools 


June 
June 


July 


1—14—School of Banking of the South: Louvisiona State University, Baton Rouge 

8-21-—Southwestern Graduate School of Banking: Southern Methodist University, 
Dallas, Tex. 

7-19—School of Financial Public Relations: Northwestern University, Chicago 
Campus, Chicago, Ill. 


July 27—Aug. 9—School for Bank Auditors and Comptrollers: Univ. of Wisc., Madison 


Aug. 
Aug. 


Sept. 


24-—Sep.6—The School of Banking: Univ. of Wisc., Madison 
25-Sep.9—Pacific Coast Banking School: University of Washington, Seattle 


8—11—Vermont-New Hampshire School of Banking, University of New Hampshire, 
Durham, N. H. 


















EQUIPMENT & SERVICES 


Rest Aluminum Chairs by 
Wernicke Company. 


Designed with slightly extended 
back legs which, when flush with base- 
board, leave at least one-inch of space 
between the chair and wall surface, 
the chairs are ideal for use in bank 
offices, lobbies and recreation rooms. 

Sturdily built to withstand years of 
‘heavy usage, the chairs are tailored in 
a variety of colors and durable up- 
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New Aluminum Chairs 


e Walls from Damage 





Side and institutional chairs built 
to save walls from costly damage are 
featured in the newest line of Fine- 


holstery materials. 


Write The Globe-Wernicke Com- 
pany, Cincinnati 12, Ohio, for fur- 


ther information. 


Automatic Line Finder 
Speeds Machine Posting 


The most tedious and time-consum: 
ing part of machine posting—forms 





What Do You Need ? 




























































Interest—Tax Wa; 
. CAMERAS and SUPPLIES 
. CHECK CERTIFIERS and SIGNERS 
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Fountain 
50. Hm 
RACKS Cashiers 










's—Clothing—Coin— 


Rand McNally and Co., P. O. Box 7600, Chicago 80, Ill. 







Please send us information on the items circled above or below. 
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insertion and_ collation—has 


been 
eliminated by a new automatic line 
finder marketed recently by the Mon- 
roe Calculating Machine Company 
for all accounting machines in its 
“President” Series. 


The line finder instantly positions 
as many as three forms both horizon- 
tally and to the correct writing line 
for immediate posting. It positions 
each form electrically, regardless of 


} sgumaae nenower comaets a sume Coanaan ont suteues es ee eee eee 
x strative—Service : . $ 
3 ADHESIVES Gum—Pa Paste—Tapes i. FLOOR MA S__Lobby—Telier ing lines. At the end of posting, 
8 an a ; 
5. ADVERTISING SPECIALTIES —Badges— 39. INDEX SYSTEM—Si als-—Tabs completed forms are automatically 
Calendars—Matches 40. INK—Addressi aon icator ejected: 
Poo ee i ian 
6 —Burl RS fe ‘al ; ; ; 
& ARCHITECTS and BUILDER 43. LIGHTING SYSTE pee Pianeneeet— Carbon impregnated cloth strips in- 
; — in— 1— 
10. BANK FURNITURE and FIXTURES —Cebmnets 44. LOCKS serted in the bottom of the finder 
—Chairs—Counters—Desks—Wastebaskets 45. MACHINES—Accounting— Adding—Addressing— eliminate the need for carbon paper 
11. BINDERS—Bookkeeping—Check—Ledger— Bookkeepi CaealatngCln__Conying~ 
Ring = Counting—Dati for ledgers and statements. 
12. = ee -eae Deposit— — ent etercne’ Preet Mottng "Nant embering— Add M Calculati M 
amp— Stora r In - 
13. BUSINESS FORMS—Account— Bookkeeping 46. mats pedlien lide Inter ‘ _ a ee g ” 
_-Golumnar—Contract--Fan Fold— Teller chine Company, Inc., Orange, N. J., 
— Legal—Payroll—Statement— 47. MICROFILM : 
Tentnecords-Visibta Recotd 48. PAPER SHREDDERS for further details. 
14. CALCULATING CHARTS—Amortization— 49. PENS—Ball Point—Counter—Desk— 





Underwood Corp. Markets 


17. CHECK PERFORMERS—PROTECTORS : . 
18. CHECK SORTERS 52. RUBBER STAMPS and PADS New Electric Typewriter 
19. CHECKING ACCOUNT PLANS and SYSTEMS 53. SCAFFOLDING 
20. CHRISTMAS SAVINGS SYSTEM—Vacation— 54. atten eae Called the Documentor, a new 

Tax—All Purpose Clubs 55. SEALS—Coin Lead—Wa lectric t : introduced 
21. CLOCKS —Desk—Outdoor—Time—Wall— 56. SHELVES electric typewriter was introduce 
 contghman. #. SY counter}~Departman sane eae ne recently by Underwood Corporation. 

- Plates— —Tel . ’ 

24. COUPON BOOKS and ENVELOPES s8. STAN 1A Sats Machine Typewite Most unusual of the machine's 
I iota soi tal 60. re many mechanical additions and im- 
27. DEPOSITORIES Night and Lobby il. STENCILS ~Aderesing—Duplatog — provements is the keyboard design. 
28. DISPENSERS—Cup—Soap— Tape— Towel 62. SUPPLIE ai Offi ~ 
29. DISPLAYS—Lobby—Windo . ce Smaller, round, completely concave 
30. DRIVE-IN FACILITIES 63. SYSTEMS—Accounting—Accrual—Loan— Ss a 
31. DUPLICATORS—Machine—Sets—Supplies ed ryt eggonel Savings keys are arranged in rows which are 
+ “tio aaeie-teame-e 65. Teave ane = Check —Coin—Cur- closer together than on conventional 

panding—Payroll—String 66. TRUCKS — ian tne boards, but with more space between 
33. FANS—Desk—Exhaust—Floor 67. VAULT—Doors—Steps—V tt Ra ie 

Ip: entilators dividual k 

34. FILES—Central—Check—Correspondence— 68. VENDING MACHINES individual Keys. 

Deposit Ticket—Expanding—Index Card 69. VISIBLE RECORD EQUIPMENT 

—Rotary—Sorting—Storage—Transfer 70. WATER COOLERS 
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first time 


The new Burroughs Micro-Twin puts the most 
images on the least film at the lowest cost in 
microfilming history! Moreover, the images come 
to life on the reader in original size for easy viewing. 


New Visual Indicator Protection reminds opera- 
tor visually when machine is endorsing and not 
photographing. 


New positive automatic feeder prevents over- 
lapping documents and faulty endorsements. 


BellcHowell "Burroughs 


ps Burroughs 
BY Corporation 


Bu. 


in Microfilming history! 


ACTUAL SIZE 16 MM. Fil.M SPOOL 


Exclusive indexing meter indexes to 1/10 of a foot 
for rapid document location. Simple as reading 
a page number. 


Plus other protection and operational features 
that make the most of microfilming. Available in 
combined recorder-reader units or as separate 
units. Burroughs-Bell & Howell quality through- 
out. For a demonstration, call our nearby branch. 
Burroughs Division, Burroughs Corporation, 
Detroit 32, Michigan. 


“NEW DIMENSIONS / in complete bank automation” 
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The slope of the keyboard has been 
reduced to a gentle 11 degree rake 
and the keys do not follow the slope 
but are horizontal, level with the 
desk. 

A new reverse tabulator key stops 
the carriage at the nearest tab setting 
when moving from right to left, mak- 
ing quick indentation possible from 
both directions. 












good first impression... 7 
an enduring good impression ; 


Pe ea ae Si 


















A new key (exclamation point and 
degree symbol) makes the Documen- 
tor a 44-key machine. + 

Standard carriage width of the 
Model 13 is 13 inches; the machine is 
also available in 16 inch, 21 inch and 
27 inch carriage widths. 


Contemporary in style, the Docu- 
mentor is gray with panels in a con- 
trasting color just above and below 
the keyboard. Panels are available 
in any of eight accent colors. 

For additional details contact the 
corporation, 1 Park Avenue, New 
York 16, N. Y. 











Bank Signs in Bronze or Aluminum 


by U. s. BRONZE 


Impressive dignity and good taste are working 
ambassadors for you when your bank’s name 
appears in these beautifully designed and exe- 
cuted signs. Names of your personnel on tasteful 
metal signs also assure an impression of dignity 
and stability. 


. , a Desk Nameplates 
Both Economical 
and Beautiful 


INDIVIDUAL LETTERS—Metal or 
plastic—in all sizes 



























Perfect for permanent signs, inside 
or out. As suppliers to banks large 
and small from coast to coast, we 
offer the widest selection with the 
most in service, at economical 
prices. Send today for catalog of 
all signs, plates, display cases, etc. 






Herring-Hall-Marvin’s Five- 
Star Drive-Up Window 














“Bronze Tablet Headquarters” 


UNITED STATES BRONZE sion co., inc. 


101 W. 31st St., Dept. BM., New York 1 N. Y. 


WILL PAY CASH 
FOR YOUR GOLD COINS 


A new type Drive-Up Window with 
a built-in safety factor has been in- 
troduced by the Herring-Hai}-Marvin 
Safe Company. 


















A departure from conventional de- 
sign in many ways, the new Five-Star 
Constellation window features a de- 
pository door that slides forward to 
the customer, with the wedge-shaped 
front automatically lowering to pro- 
vide ample reach-in space. 

The top of the drawer is covered 
with bullet-resistive glass, so that the 
contents are completely sheltered 
from wind and rain. When the 
drawer is extended to the customer, 

































we will pay the following prices _ - 
$20 Gold 






ia decors SS .50 each 
MI 2 ocean $18.00 each 
So ae $9.00 each 




















We are also seeking the following . 
$50 Gold -...------ $400.00 each 
$4 Gold. . .. $500.00 each 


Prompt Remittance Guaranteed 
no mounted or mutilated coins 
send coins direct to - 





















4; 
123 West 57th St. New York 19, N. Y. 
JUdson 2- 2580 


One of America’s Oldest and Largest Co:n Dealers 
Coin Appraisals for Banks, Estates, Insurance Companies 
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Customer's view of the window. 


















Teller’s side of the drive-up. 


the teller’s opening is automatically 
closed. 

The design of the window provides 
full vision for the teller in three direc- 
tions. All glass sections are flush 
with the counter top. 


On the inside, the cash drawer is at 
the teller’s left, immediately below 
the counter top. Directly below the 
cash drawer is the storage drawer. 
The tray in the cash drawer is port- 
able so the teller may take his tray 
from station to station. 


Other features of the window are 
pushbutton control, and a new Hi-Fi 
directional unit for better communi- 
cation between teller and customer. 


All exterior surfaces are satin fin- 
ished stainless steel. Interior sur- 
faces are finished in green. The coun- 
ter top is covered with heavy dark 
linoleum. 


For additional information address 
the Company at Hamilton, Ohio. 


Eight Station Collafor Offered 
By the J. Curry Mendes Corp. 


To meet the need for a fast, eco- 
nomical, efficient method of gathering 
paper, the J. Curry Mendes Corpora- 
tion introduced this eight station ver- 
tical collator. 

Capable of gathering any job up to 
eight sheets 6 by 7 inches to 11 by 14 
inches, the machine can make as high 
as 32,000 pickups per hour, and up to 
4,000 sets per hour. It can be run at 
variable speeds and can handle differ- 
ent colors and weights of paper at the 
same time. 


Mounted on smooth rolling cast- 
ers for easy movability, the collator 
occupies an area of three feet, four 
inches by seven feet. It receives 
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from 12 to 100 pound stock and is 100 
per cent accurate because of an auto- 
matic shutoff if a sheet is missed or a 
double pickup made. 

The machine is finished in gray 


N. Y. for more information. 

hamerloid baked-on enamel and is 

available with one or two stitchers. 
Further information may be ob- 


tained from the corporation, Canton, 
Mass. 


Rol-Rack Keeps Heavy 
Volumes Handy 

Easy transporting of heavy vol- 
umes such as directories and catalogs 
is made possible through use of this 


Rol-Rack offered by Catskill Crafts- 
men, Inc., division of the Grolier So- 
ciety, Inc. 


Made of selected hardwood with 
doweled and bolted shelves, the rack 
measures 32 inches long, 31 inches 
high and 13 inches wide, with a 14- 
inch clearance between shelves. 


Equipped with side-riveted casters 
and rubber tires, the truck is available 
in choice of satin walnut or natural 
luster wood finish. 


Write Catskill Craftsmen, Inc., 
2 West 45th Street, New York 36, 


W. T. Fallon, Named to Head NCR’s 
New York City Bank Division 
Stanley C. Allyn, chairman of the board of The National Cash 
Register Company, congratulates William T. Fallon, who has been ap- 
pointed manager of NCR’s newly created New York City Bank Division 


with offices at 50 Rockefeller Plaza. 


Looking on are Robert S. Oelman, 


company president, left, and Owen B. Gardner, assistant vice president 
in charge of accounting machine sales. 


May 15, 1958 
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Recent Month 6 Mos. Year 2 Yrs. 
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The Passaic-Clifton National Bank 
& Trust Co., in Passaic, N. J. 


The National POST-TRONIC System handles checking-account posting 
electronically, providing more economical record-keeping for this bank. 


“Our new C@auonal POST-TRONIC* System 


returns 66% annually 


on our investment!” 


—PASSAIC-CLIFTON NATIONAL BANK & TRUST CO., Passaic, N. J. 


“We installed National POST-TRONIC*® 
Machines in our bank to handle check- 
ing-account posting,” writes H. R. Deck- 
er, Vice President of the Passaic-Clifton 
National Bank & Trust Company. “The 
POST-TRONIC has increased our effi- 
ciency in posting checks and deposits 
by at least 75%. 

“Another important saving made pos- 
sible by National electronic posting is 
a reduction of approximately 50% in 
floor space required for our bookkeep- 
ing department. The POST-TRONIC is 


%& Trade Mark 


easy to operate, too, which makes it 
easier for us to train new employees 
and practically eliminates operator fa- 
tigue. 

“Through important savings in time, 
space and money, and greatly in- 
creased operating efficiency, our new 
National POST-TRONIC Machines will 
pay for themselves in 18 months.” 


Rl tort. Hoc hes 


Vice President of the 
Passaic-Clifton National Bank & Trust Co. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


1039 OFFICES IN 121 COUNTRIES 


HELPING BUSINESS SAVE MONEY 


eee | 


eintos 


The miracle of electronics provides the low- 
est posting costs ever known. This means 
more efficient over-all operation of any 
bank, regardless of size. Your local National 
representative will be glad to show how 
much the POST-TRONIC can save your bank. 


Call him today. He’s listed in '° Oa* 
yellow pages of your phone book. 


*TRADE MARK REG. U.S. PAT. OFF, 


ACCOUNTING MACHINES — 
ADDING MACHINES + CASH REGISTERS 
nce paper (No Carson Requined) 





Stolen cash is truly lost ... you cannot 

stop payment on it... you can ona check. 

And, checks on La Monte Safety Paper afford 
additional protection ... they quickly 

reveal any attempt at alteration. For 


quality, safety and service La Monte has 


been the leadcr for generations. 


SAFETY PAPER 
THE WAVY LINES ® Ant FOR CHECK A 


A LA MONTE TRADE-MARK 











